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LET’S GO =¢ 


Your market for Sta-Kon* Pressure (Solderless) Terminals is 
nearby and waiting. It's wherever in your territory there's a 
piece of wire No. 22 to 250 mcm that some electrician is going 


to hook up and terminate. 





Your market? It’s ev ery war contractor and sub-contractor in : 

your section who is already frantically reorganizing, and plan- EASY TO REMEMBER 

SALES POINTS ABOUT 
STA-KONS* 


ning to rewire for the manufacture of civilian goods at the 
earliest possible moment. 
They eliminate hazards of soldering. Install 


Also, it’s in every outfit in your neck of the woods that’s making, fast and stay fast, when properly installed 
4 é ‘ 


or about to make, electrically operated or controlled machinery with simple T&B pressure hand tool, mak- 
: ing joints as strong as wire itself. Scores 
and equipment. of shapes and sizes. Approved by Under- 


writers Laboratories. Correctly designed 
for high conductivity. Resist vibration and 
construction projects for adequately wired homes and com- corrosion. Available with insulation grip. 
For convenient distribution and sales, 
Sta-Kons come packed in handy “get ac- 
And it’s in the 31% billion dollar program for rural electrifi- quainted” packages. 

See your T&B Bulletin No. 500 for further 
‘talking points and engineering data. 


Your market? It’s in your share of the 8 billion dollar post-war 


mercial buildings. 


cation—opening up 5 million new customers for electrically 








wired products—part of which of course are within your radius. 





Going to market so far as T&B is concerned means going 
to the Users of electrical products through the Electri- 


cal Wholesaler exclusively—with no ifs, ands or buts. 


THE THOMAS z« BETTS CO. ~_ 
\e 
¢ 


INEGRPORATED 


manufacturers of electrical fittings since 1899 
ELIZABETH,.1,.ME€W JERSEY 
ia: Thoma’ & Betts Ltd Mor 


n Cane treal 
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Though this is but one of many large war projects in which 
Walkerflex has been used, it is an outstanding job for 
several reasons other than size. The cable had to be so 
flexible that sharp bends could be made without cracking. 
Installation time had to be saved. The free stripping and 
easy handling qualities of this cable make this possible, for 
Walkerflex does not get sticky in hot weather, nor does the 
outer covering flake off. There were also other reasons for 
the selection of Walkerflex, some of which are named in the 
seven construction features listed below. 


The engineers on this project were Tuttle, Seelye, Place & 
Raymond, New York; electrical contractors were Spitzer 
Electric Company, New York; and the material was dis- 
tributed through Midway Electrical Supply Company, Inc., 


New York. 


STUDY THESE 7 CONSTRUCTION FEATURES 


Tinned copper conductors . Moisture-proofed jute cord 
Free-stripping insulation Paper sheath — keeps compounds from 
Tough braid of cotton and paper penetrating interior 


fibres - ‘ 
Outer braid, treated to resist mois- 


Multi-fold kraft paper armor ture, retard flame 


Ask your local wholesaler about prices and deliveries. For 
further information, write to Walker Bros., Conshohocken, Pa. 
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Ever-Lok is a simple automatic locking connection. It prevents accidental 
disconnection, is self aligning, well built and available in the form of 
receptacles and plugs for outlet and conduit boxes, surface and gang 
types, reverse and multiple circuit, weathertight and for cord connec- 
tors and also many special adaptations. The principal features shown 


above are— 


1. Automatic Locking is positive—no 
chance of faulty contact. A twist of 
plug shell permits instant unlocking and 
withdrawal of plug. 


2. Positive Grounding provides max- 
imum protection to personnel and 
equipment. 


3. Dust-proof—to exclude metal par- 
ticles, dust, etc., from interiors of plugs 
and connectors. 


4. Steel-Clad — Provides maximum 
protection. Light in weight, yet sturdy. 


5. Cord Grip — Adjustable for wide 


RUSSELL 


125 BARCLAY STREET 
NEW YORK 7, N. Y. 


range of cable sizes. Prevents strains 
on connections and protects cable. 


6. Contacts are machined, self-wip- 
ing and self-aligning. 


7. Unit Assembly—Housing assembly 
plus interior assembly—easy wiring— 
only two pieces to handle. No screws 
to take out and lose. 


8. Caps fibre-lined to prevent stray 
wire ends touching the shell. 


9. Interiors—molded bakelite. 


10. Polarized — Plugs cannot be in- 
serted the wrong way. 


& STOLL COMPANY 
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The locking 
feature 


In present con- 
duit boxes as 
replacement 
units. 























A BULLDOG MESSAGE FOR WHOLESALERS 


This reproduction of a current industrial magazine advertisement 
contains valuable information for wholesalers and their salesmen 


--e BACK TO PEACETIME PRODUCTS 


BULLDOG 
WILL SPEED RECONVERSION 


In the great war conversion race, BullDog Elec- 
trical Distribution Systems have cut weeks — even 
months — from change-over schedules. Mainte- 
nance time and cost were slashed. Output was 
stepped up, safety improved. 

The reason? BullDog Bus Duct systems make 
plug-in power for machines immediately avail- 
able for any shop set-up—furnish mobile power 
for portable tools, cranes and hoists — provide 
completely flexible lighting. 

Looking ahead, BullDog-equipped plants can 
also count on speedier, easier reconversion to 
peace production. 

Now is the time to plan for the reconversion 
race. We offer the help of expert BullDog engi- 
neers, and will gladly send complete literature. 


There’s a Big Job Ahead — Buy More War Bonds 


34 U L L v 0 G BullDog BUStribution DUCT 


rovides complete flexibilit 
ELECTRIC PRODUCTS CO. P es complete flexibility 


on branch power circuits. The 
BOX 177, R. PK. ANNEX plug-in feature enables you to 
DETROIT 32, MICHIGAN change production machines at 


ALSO MANUFACTURERS OF BullDog Electric Products of 
VACU-BREAK SAFETY SWITCHES ¢ SWITCH- Canada, Ltd., Toronto, Ont. : ¥ : 
BOARDS * SAFTOFUSE PANEL BOARDS « partments without interrupt- 
CIRCUIT MASTER BREAKERS + UNIVERSAL Field Engineering Offices in All Principal Cities ing production elsewhere. 
TROL-E-DUCT * INDUSTRIAL TROL-E-DUCT. 


will — rearrange whole de- 
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The complete FARADAY line 
enables you to meet every signal need 


There’s a Faraday signal for every need, and every customer you 
call on should be aware of that fact. There’s profit for you in school- 
ing them on the completeness and modern efficiency of the Faraday 
line. Show them the convenience and economy of the Faraday 
UNI-PACT system, which permits changing signals without 


changing wiring. 
EQUIPPED TO RENDER SPECIAL SERVICE 


Whenever one of your customers is in need of a made-to-order 
signal of any kind to meet specific needs, the Faraday factory at 
Adrian is ready to help you get the business. Send us specifica- 
tions and mounting details, with an estimate of quantity, and 
Faraday engineers will give you prompt action. 

Write for FREE Handbook. The new Faraday catalog No. 61 is a 
complete handbook of modern industrial signal practice. Write 
for your FREE copy today! 











UNI-PACT SIGNALS Cut Costs 


® ¢& 


UMI-PACT KODAIRE UNI-PACT HORN 


t 4 UNI-PACT 2 


ADAPTER PLATE 





UNI-PACT CHIME UNI-PACT BELL 


Horns, Kodaires, bells, buzzers, all fit same 
UNI-PACT Safety Adapter Plate without 


changing wiring—easy as plugging in a 
toaster. See catalog for complete details. 














FARADAY ELECTRIC CORPORATION 


A consolidation of Schwarze Electric Co. and Stanley & Patterson 
ADRIAN, MICHIGAN 
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REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 
PIPE COUPLINGS ((_) PIPE NIPPLES @—D ELBOWS, 90°G-® AND 45°c=> 


RUNNING THREAD PIPE gy GOOSENECKS <-—~ )) WALLPLATES 
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Symbol of Lighting Progress 
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ECIFICATIO 
ae. EW eTRIAL LIGHTING 
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RLM Specification No 
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RLM Specification oe ector 
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48 
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@ For 25 years, manufacturers of RLM lighting units 
have worked together to give significance to their 
label. Much of this work was pioneering in fields of 
new design .. . its success is demonstrated by wide 
acceptance of lighting fixtures bearing the RLM label. 
The buyer now looks on this label as a symbol 
of lighting progress—one that symbolizes carefully 
engineered industrial fixtures. 

The buyer of fixtures bearing the RLM label knows 
that he is getting: 


%& Engineered Lighting 
%& Economy through More Light at No Extra Cost 
% low Maintenance Costs and Long Life 


These qualities, en by the RLM label are 
instantly recognized by the buyer—making RLM 
fixtures easier to sell. 


RLM progress in the past year is demonstrated by 
the table of new and revised specifications listed at 
the left. These specifications, representing months of 
careful engineering study, research and tests, establish 
new, higher standards for RLM industrial fixtures. 
Copies may be secured from RLM manufacturers, or 
direct from the RLM Standards Institute. 
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ARMORED CABLE came in... to stay 


Nearly half a century ago, Armored Cable became a 
recognized standard wiring assembly. Combining in- 
sulated wires and a flexible steel conduit as it does, 
in one unit, no other system is safer, more reliable, 
or easier to install. 

The Type R wires — two, three or four conductors, 
in sizes No. 14 AWG to No. 2 AWG — are twisted 
together, paper wrapped and efficiently protected by 
the interlocking flexible steel armor, which is zinc 


esfec® 





coated in order to resist rust. 

Armored Cable has been used consistently for 
original wiring and extensions in homes and business 
buildings, and for machine connections in factories. 

Send for Book No. 189 describing all varieties of 
Armored Cable and giving valuable information on 
how to install properly. Hazard Insulated Wire 
Works, Division of The Okonite Company, Wilkes- 
Barre, Pa. 


HAZARD W 


INSULATED WIRES AND CABLES 
for every electrical use 








You just CAN’T MISS 


with this tip 
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Here’s the system that enables you 
to file papers in any sequence needed 
for reference and at the same time 
maintain a positive follow-up by 
date, without the need of cross refer- 
ence or auxiliary record. No wonder 
hundreds of thousands of “Visible 
Tip” Folders are doing a job in busy 
wholesalers’ and manufacturers’ 
offices today! 


“Visible Tip” Folders assure you 
of accurate and instantaneous se- 
lection of all orders requiring action 
on any given date. There’s no “I 
forgot” or “I didn’t see it” with 
Remington Rand’s exclusive Kardex 
sliding signal control. 


And of course you always have’ 


the complete record of any trans- 
action available at a moment’s 


14 


notice. Filed by customer’s name, 
order or part number, supplier’s 
name, or in any other sequence, the 
sales, priority, purchase and all re- 
lated records and correspondence 
are in one place. 


“Visible Tip” Folders have a big 
economy feature you'll certainly 
welcome—these tough jute binders 
can easily be used over and over 
again on different accounts. Pic- 
tured here is a typical “Visible Tip” 











Folder installation in a prominent 
wholesale house with more than 5500 
orders pending—a quick, simple and 
easy-to-operate filing system. 


> 


GET DETAILS NOW. For full in- 
formation showing how you can get 
positive control from sales order to 
delivery with the “Visible Tip” Fol- 
low-up System, address our nearest 


Branch Office. 








SYSTEMS DIVISION 


REMINGTON RAND‘ 


Buffalo 5, New York 
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PORTABLE 
ELECTRIC 
RECHARGEABLE 
SEARCHLIGHT 





Coming in on the “beam” 


%& BIG BEAM Searchlights are a vital part of 
the equipment used in airports to insure safe 
emergency landing of planes, and represents 
only one operation where a dependable high- 
powered beam is essential. The exceptional job 
being done by BIG BEAMS for aviation is im- 
portant to Distributors because there is still a 
tremendous potential market for this exceptional 
stand-by emergency lighting in other branches 
of industry. Though many large plants all over 
the country are users of BIG BEAM, there still 
remains many more to be sold. We want to 
help you get some of this profitable business— 
SOLD THROUGH we want you to have all the facts and informa- 


WHOLESALERS 


@A demonstration proves tion—send for our very complete catalog today. 
the value of BIG BEAM 

Portable Electric Re- 

chargeable Searchlights— 

the most moderately- 

priced Searchlight on the 

market. 















U-C LITE MFG. CO. curcaco ns, 1tunors 
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Yul Kittenhouse will give it lo you 
... full and complete, the first comprehen- _ tific investigation been conducted in behalf 


sive picture of the chime business based of the chime business. The study, begun in 


on an exhaustive three-phase survey con- May, is a continuing one not to be com- 





ducted by Rittenhouse in conjunction with — pleted until Fall. Carefully planned, it in- 
ve . . . rT . . 
nationally known marketing research or- volves considerable cost. This survey gives 
a ganizations. Never before has such ascien- definite facts on which to base conclusions. 


THE THREE STEPS OF THE RITTENHOUSE STUDY 


First—to the distributor, Facts from this Third—to the consumer. Not in a spotty 

F source are forming a new picture of the 3. sampling and inconsequential manner, 

future chime business. Here is unbiased, but throughout the Nation, in 129 key 

considered opinion of the most successful trading areas, covering towns of a few thous- 

planners in the wholesale distribution field. and to the largest metropolitan districts, the 

probe of Rittenhouse research will be fell. 

The dealer, who sells the product to ils \ cross-section of the thinking of 58° of the 

7. user. From this Rittenhouse will know, population of the country—representing th: 
and can tell you, what retailers, inde- distilled opinion of 77 million people. 


pendent dealers, department stores think... 


how to make chime sales easier—more profit-  \ext month Part Two of Rittenhouse’s Report 
able—how to increase the volume sold. To Its Trade, giving actual facts developed 





through the studies, will be carried in several 
leading electrical appliance trade magazines 
Be sure to watch for it. 


The A, E. Rittenhouse Company, In 
¢ Honeoye Falls, New York 


TOMORROW'S BETTER DOOR CHIMES U 
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ANNOUNCING 
THE NEW 


-U.S.ROYA 
Suftly (eile 


CORDS AND CABLES 


a 
: | 
~ 

4 Lb 





ms. 





— : SS ee —— ee 


The name “U.S. ROYAL” has long been reserved by this Company 


tty for rubber products of exceptional quality. 


ner, 
key 
OlUl>- 

the 
fell. 
“the 
th 


U.S. Royal Cords and Cables, as an example, have been known 
for many years for their balanced construction, flexibility, dielectric 
strength, smoothness of finish and physical toughness. 


Now comes a new development in rubber technology, greatly 
speeded by critical war-time needs...a new insulation material, 
“Safety-Tested” for every desired quality. This has been successfully 
embodied in the new line of U.S. ROYAL CORDS and CABLES... 
a line that offers to the electrical industry the assurance of long, eco- 


i nomical, trouble-free service...a line truly worthy of the name “Royal”. 


ope ( 

} 
vera 
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Serving through Science 


Listen to the Philharmonic-Symphony program over the CBS network Sunday afternoon, 3:00 


Ine to 4:30 E.W.T. Carl Van Doren and a guest star present an interlude of historical significance. 


ws(UNITED STATES RUBBER COMPANY 


1230 SIXTH AVENUE + ROCKEFELLER CENTER + NEW YORK 20, N. Y. 
/ 1944 ™ 
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ECONOMY siciciaiaiae FUSES 


fee ...!N ESTABLISHED MARKETS 
vooet@oNOMY AND NEW MARKETS... 


and “drop out’ Renewal Links 








E CONOMY has maintained Leadership in fuse de- 


sign since the very beginning ... 1911. Constant 

ARKLESS . development and improvement has produced the 
Non-Renewable Mechanical ° " " 

Indicating Cartridge Fuses famous Renewable Fuse with the “drop out” Re- 


newal Link which the electrical industry has adopted 
because of its great convenience and economy. 
They cut operating costs, they are easy to use, and 
ECO save valuable time and money. War production 
Non-Renewable—Non-indicat has brought out the great need for ECONOMY Fuses 
ing Cartridge Fuses - : 
and this need will continue and grow when the pen- 
dulum swings again to normal production. Let us 
give you the complete story of the benefits for you 
in selling ECONOMY Renewable Fuses... made 
for every electrical circuit. 








CLEARSITE + 
Plug Fuses shows wher Economy Fuses Since 191] 


ECONOMY FUSE AND MANUFACTURING CO. 


2717 NORTH GREENVIEW AVE. CHICAGO 14, ILLINOIS 
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Accidental contact with live parts is impossible with tnese 


PANELBOARDS 


for LIGHT and POWER 
FEEDER DISTRIBUTION 





In these panelboards, the switch and fuse are combined in one unit — the current is OFF when the 

door is open, or the fuse carrier removed. This arrangement also renders replacement of fuses safe 

— quick — and easy. 

Both the @ Klampswitchfuz and the @ Pulfuzswitch Panelboards are assembled from standardized 

units. In each, the switch blades make pressure contact with the fixed switch parts, assuring full 

current-carrying capacity. This, with the silver-plated contact parts, insures low resistance to current 
flow, and reduces heating. 











Below: A Klampswfuz Panelboard with 30, 60 ana 100 @® Solderless Type Pressure Connectors on switch units and 
Amp., 575 volt units. @j Klampswfuz capacities are mains, and generous wiring space, expedite connection... 
30 to 1200 Amp., 250 volt AC or DC, and 575 volt AC in Bo t ted t t : d ‘ " ished 
2, 3 or 4 pole types, single or double throw. xes are treated to prevent rusting and trims are finishe 


it in attractive pearl gray enamel... Approved by Under- 
| Tbe i || | writers’ Laboratories, Inc. 


a —— Ask the @ Sales-Engineer 


how this equipment can be applied to your requirements. 
His long experience is at your service, without obligation. 
Write for the name of the one nearest you — or see listing in 
Sweet's, Electrical Buyers’ Reference, or Thomas’ Register... 
Frank Adam Electric Company, Box 357, St. Louis (3), Mo. 


At right: A Pulfuzswitch type 
Panelboard with 60 Amp. branch’ 
circuits. (@ Pulfuzswitch capac- 
ities are 30, 60 and 100 Amp., 250 
volt; 30 and 60 Amp., 575 volt, 2 
and 3 pole. 





ALL TAPES 
MAY LOOK 


ALIKE 








@ Veteran electricians specify 
STIXWEL because they know, 
from years of experience, that 
STIXWEL has correct adhesion... 
its edges don’t fray...it has 
greater strength for any job 
and it’s made by CLIFTON who 
have been making the best in 
friction tape since 1888. That’s 
why you will find more and more 
electricians relying on STIXWEL. 


STIXWEL gives complete satis- 
faction to wholesalers and their 


customers. 


CE flere vanveacrorsnc 60. in 


BOSTON 26, MASS. 
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Ventura Fan with direct 
connected 2-speed fully en- 
closed motor. 


Ventura Fan with V-Belt 
Drive. 


ABC Utility Set for use with 
duct system. 


For Excellence 
in Production 

















PRODUCTS THAT KEEP WAR 
WORKERS ‘WALKIN’ ON AIR’”’ 


We venture to say that there are 


no less than a million good 
reasons for the success of Amer- 
ica’s war effort. 

One way to keep war work- 
ers ‘walkin’ on air” is with 
American Blower electric ven- 
tilating equipment. 

“Give ’em air,” and lots of it, 
winter, summer, spring and 
fall—that’s good ventilation, 
and it’s good business, too. You 
can do it with the ventilating 
equipment shown on left. Re- 
gardless of the process or pur- 
pose, there’s a type and size of 


American Blower equipment to 
meet the problem exactly. 

And the Ventilating Contrac- 
tors of America—the same men 
who furnished and installed air 
handling equipment in so many 
war plants—will do your job 
expertly and economically. 

If it's a war job, they can 
handle it today. If it’s a part of 
your postwar planning, they’ll 
be ready to do the job with 
American Blower equipment as 
soon as peacetime production 
is resumed. Remember, “good 
ventilation is good business.” 


AMERICAN BLOWER 


AMERICAN BLOWER CORPORATION, DETROIT, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 
Division of American Rapiator & Standard Saritany corroration 
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The Sign of Quality 
Look for the Label 






DAY-BRITE DESIGNS 
NOW AVAILABLE 


THE CORONADO 


Direct Ceiling or 
Suspension Mounting, 
for four 40-wait 
lamps. Write for Bul- 
letin F-80. 


For Work pts 0. ‘and 


Administrative 


Here are two new Day-Brite Fixtures 
that answer the call for suspension or 
direct ceiling mounting in offices, work 
areas, administrative and engineering 
offices... Maximum illumination is 
achieved in both designs... The PARK- 
WAY is an open-type fixture with reflect- 
ing surface of baked SUPER-WHITE 
enamel for high permanent efficiency. 
Die-formed, steel ends are finished in 
baked lustre aluminum enamel. Lamps 
removable without disturbing ends... 


Get all the facts on the complete Day-Brite line ... Consult 
your nearest Day-Brite Engineering Representative ... 
Write for Bulletins. 





Offices 


The CORONADO is a shielded typé 


unit with ribbed diffuse glass side panels. 
Reflecting surface and louvers are fin- 
ished in baked SUPER-WHITE enamel. 
Steel enclosure frame in baked lustre 
aluminum enamel. The entire enclosure 
is held in place by spring suspension 
tension clips and service chains—easily 
installed and removed in a few seconds 
... Both types are complete with all neces- 
sary fittings, ready for quick installation. 


for Bulletin F-77. 


DAY-LINE Single unit or continuous runs, for two 
or three 40-watt or two 100-watt lamps. Write 


“Direct Ceiling or Sus- 
pension Mounting, for 
four 40-watt lamps. 
Write for Bulletin F-80, 


Bim. 


HEAVY-DUTY 
RLM DAY-LINE 
INDUSTRIAL j 
FIXTURES 5 
Again available 
with porcelain en- 
amel reflectors, 
plus Day-Brite’s ex- 
clusive “‘ice-tong” 
hangers which as- a 


sure low-cost instal- f 
lation speed, f 


THE HEAVY-DUTY 










Nationally distributed through all leading electrical supply hous 
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PPLETON UNILETS 


REG. J. 6. PAT. OFF 


You Save lime and Energy.. 


Appleton engineering skill provides 
superior design and workmanship. 


The Appleton Line is Complete—a fit- 
ting for every purpose. 


Appleton service is prompt and 


dependable. 


MADE OF MALLEABLE IRON 


Batter, bend or twist an Appleton “Unilet.” It won’t break 
because it is MALLEABLE IRON —light but tough— 
made to precise specifications in Appleton’s own foun- 
dries, and free from holes, blemishes and gating marks. 
Inspect an Appleton “Unilet”. You'll find roomy wiring 
space and latest, most improved design. Form 35 “Unilets” 
illustrated above are typical. Notice the absence of ear 
lugs on the bodies; the chamfered edges on the 
conduit hubs. 
Your customers benefit from Completeness of the 
Appleton Line. Over 15,000 distinct types and 
sizes of fittings and fixtures. Illustrated and 
described in the big Appleton Catalog. 
Sell Appleton “Unilets” for every job, to make 


AVPPeP L 


CONDUIT FITTINGS e 


OUTLET AND SWITCH BOXES e 


jobs run smoother and save your customers’ time and 
energy. Appleton “Unilets” are standard for better wiring. 


Sold Through Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE + CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenve DETROIT, 7310 
Woodward Avenue ¢ CLEVELAND, 1836 Euclid Avenue + SAN 
FRANCISCO, 655 Minna Street *« ST LOUIS, 420 Frisco Bidg. * LOS 
ANGELES, 100 North Santa Fe Avenue « ATLANTA, 175 Luckie 
Street, N. W. © BIRMINGHAM, 6 N. Twenty-first Street * MIN- 
NEAPOLIS, 305 Fifth Street, S. « PITTSBURGH, 418 Bessemer Bidg. 


Resident Representatives: Baltimore, Boston, Cincinnati, 
Dallas, Denver, Kansas City, Milwaukee, New Haven, New 
Orleans, Philadelphia, Secttle. 


ETON 


REELITES 





> ¢ heh iiel, Ei) tele] mi iiatl, ich ma, 





Engineering Know How 
plus 
CENTRAL #610 sree CONDUIT 





| . 
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SPANG-CHALFANT 


Division of The National Supply Company 


: —— Offices: Grant Building, Pittsburgh, Pa. 


District Offices and Sales Representatives in Principal Cities 


> 
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Enthusiasm for 


Teletalk 


Sells More 
Teletalk Units 


‘In many cases I have sold the Teletalk 
Equipmenton my customers’ enthusiasm 
for their former units,’’ says A. R. Fryk- 
lund, salesman for the Graybar Electric 
Company of Sacramento, Cal. ‘“‘Cus- 
tomers speak very highly of Teletalk 
and its ease of operation.”’ 


Fryklund has been selling Teletalk In- 
tercommunication Systems to offices 
and plants in northern California for the 
past five years and says he finds it ‘‘one 
of our fastest moving and best perform- 
ing lines.” 


“The main factors that influence the 
sales of Teletalk are its quality, per- 
formance, reliability, flexibility, ease 
of installation and the engineering prof- 
fered by the salesman.” 


Fryklund points out that most recent 
sales have been to government projects 


a Electric 


A. R. FRYKLUND 


and says that ‘‘after the war when pri- 
orities are lifted we expect to sell all 
the Teletalk equipment we can get.” 


Now is the time for alert wholesalers 
to become familiar with this modern, 
dignified method of office intercom- 
munication. Easy to install. . . operat- 
ing from the light circuit... Teletalk 
almost sells itself because its time and 
energy-saving features are so easily 
apparent. 

WEBSTER ELECTRIC COMPANY, Racine, Wis., 

U.S.A., Established 1909. Export Dept.: 13 East 

40th St., New York (16), N.Y. Cable Address: 

“ARLAB” New York City 


Licensed under U.S. Patents of Western Electric Company, 
Incorporated, and American Telephone and Telegraph Company 


LET'S BACK THE 
ATTACK... BUY 


iyi, 
“Teletalk 


an 
EXTRA WAR BONDS | 


WEBSTER ELECTRIC 


“Where Quality is a Responsibility and Fair Dealing an Obligation” 
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Vaportight 


Industrial Lighting 


CONDULETS| 


(CONDULETS are made only by CROUSE-HINDS) 











For boiler rooms, shower rooms, power- 
houses, tunnels, docks, building en- 
trances, and all indoor or outdoor 
locations where exposed to vapors, 
moisture, rain, smoke, or non-explosive 
dust and gas." 





Mop eloyatlopel Monelombaotbelilesele 








MAb atele Mod eloseslol-) macseslotbermueleoe 
ates eh @k=at{-somieleblejemeslele-micmeie 


Tote hmmm it lot ge MMe) mel loteslommeiblotue! 
types. 


IVA se Metsuetele(-seel-jelte 





UD 51-5 (toi Co) amcigtaloicn 


f Xolor-1-1-10) 9 (-\-} ore} (0) 4-10 MEO flo) o)-1-) 
oiblotnel-fm sloth ele(e(-\-fre(elole)(-)4-F 


4 Sizes: 50 through 500-Watt. 











Other Vaportight lighting fixtures are available for attach- 
ment to many round-base Condulets and sheet steel outlet 
boxes. Crouse-Hinds complete Vaportight line includes hand 
lamps, switches, plug receptacles, and other electrical 
devices. 


CROUSE-HINDS COMPANY 


SYRACUSE 1. N.Y.,US.A.  < 


Offices: Birmingham—Boston— Chicago—Cincinnati—Cleveland—Dallas— Denver —Detroit— Houston—Indianapolis—Kansas City Los Angeles—Milwaukee— Minneapolis 
New York—Philadelphia—Pittsburgh—San Francisco—Seattle—St. Louis— Washington. Resident Product Engineers: Albany—Atlanta—Charlotte—New Orleans 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


-CONDULETS + TRAFFIC SIGNALS + AIRPORT LIGHTING * FLOODLIGHTS 
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uth Quick-Liter 





The GUTH Quick-Liter is Cold-Cathode Fivores- 
cent Lighting. Its Cathodes start COLD...and 
QUICKLY! There is no pre-heating as is customary 
in the Starter-Switch type of Fluorescent. 


Introduced for use in War Plants, where Starter- 
Switch troubles and variable line-voltage condi- 
tions prevailed, the GUTH Quick-Liter provided 
efficient Cold-Cathode Lighting economically — 


at low, safe voltages. 


Write for a valuable report 
on GUTH Quick-Liters in use. 


hb, ARISTROLITE » “Sem INDUSTRIAL TYPE LIGHTRON 
7 With QUICK-LITER Ballast ip. “eae With QUICK-LITER Ballast ~ _ With QUICK-LITER 


THE EDWIN F. GUTH CO. - 2615 Washington Ave. « St. Louvis3, Mo. 
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G-E ELECTRICAL METALLIC TUBING 


ha 











G-E high quality electrical metallic tubing, also handled by G-E 
Wiring Materials Distributors, offers wiring system protection 
when chances of mechanical injury or corrosion are not severe. 
It is manufactured from open hearth steel and is electro-gal- 
vanized on the outside and black-enamelled on the inside. It 
bends easily and accurately. Compression fittings are available. 

Hear the General Electric radio programs: The G-E “All 

Girl Orchestra’ Sunday 10 P.M. EWT, NBC. “The World 

Today” news every weekday 6:45 P.M. EWT, CBS. 


BUY WAR BONDS 
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At your Service for Service 


“~ F- 
THE COMPLETE QUALITY LINE 


Every Revere Unit is Correctly Engineered for Out- 
standing Efficiency—Sturdiness—Easy Wiring—Easy 
Installation and Easy Maintenance. 













750-1000-1500 Watt 


Enclosed Type Floodlight. 
A masterpiece in design 
and construction. Rotates 
in yoke for easy — safe 
maintenance. 























The Famous 
REVERE HINGED 
FLOODLIGHT POLE 








500 Watt Navy Specification Enclosed Type 
Floodlight. Rugged. Concussion, vibration and 
exposure resistant. 

Eliminates hazards of 
reaching high mounted 
floods for cleaning or serv- 
icing. Assures constant, 
efficient I ghting with low 
maintenance cost and no 
accident risk. Available 
in 20-24 and 30 foot 
mounting heights—accom- 
modating one, two or 
three floods. 


: Incandescent Searchi ght for Hand or 
; Pilot House Control. Available in 
12 inch and 18 inch lens sizes. 


12RD OO > 


This Revere Unit serves 
many purposes because it 
can be converted to make 
a combination area ligh 
and spot light with one or 
two top floods. All wiring is enclosed. 
Weatherproof. Area light ava‘lable for 300- 
500 Watt or 750-1000 Watt Bi Post lamps. 
Top floods 150-200 Watt or 300-500 Watt 


Sad for Bu Uetins. 


Learn about the many new developments we have 
Revere Eliptor. ingeniously designed. Neat, to offer in Marine, Industrial, Sports and Airport 
streamlined, gives effective uniform lighting. lighting. 


| | REVERE ELECTRIC MFG. CO. 


= AS aoe ms 2935 NORTH the ae CHICAGO, 13 


INDOOR and OUTDOOR a EQUIPMENT of EVERY DESCRIPTION 
LARA REE EEE TENORS RN a 


RO OO CO ome co < 
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FLOODLIGHTING .- 





SANGAMO 
TIME SWITCHES 


@ There are types to meet every protective 
lighting control need The complete line 
includes Astronomic Dial, Synchronous 
Carry-Over. and Outdoor Time Switches. 
Form VSW2 Astronomic Dial Time Switch 
is shown above Current interruptions up 
to 10 hours will not stop it nor affect its 
“on” and “off” settings. 


r 





ox 


SANGAMO ELECTRIC COMPAN 
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AUTOMATIC CONTROL 


Hii 
i 


ua 
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A floodlighting installation is complete only when 
the “on” and “off times are automatically control- 
led. Full time protection is then assured. Manage- 
ment has no worry about whether the lights are on 
or whether some one may err in turning them off. 


In this matter you become an important factor. You 
have exceptional sales arguments that are imme- 
diately convincing. The men who buy floodlighting 
can't help but see the insurance value of SANGAMO 
TIME SWITCHES. 


In addition to those new floodlighting installations 
you are working on you'll find it profitable to go 
back over -past installations and tell them about 
SANGAMO TIME SWITCHES. 


SPRINGFIELD 
> ae ee 




























RENEWABLE FUSE 


is outstanding among time - lag 






: fuses because of its simple and 
rugged construction, the ease and 
rapidity with which it can be 
5 renewed, and the engineering skill 
that gives it its dependable per- 
formance. Say “SHUR - LAG” FUSE MAKERS SINCE 1693 


and be sure. 


> 


THE CHASE-SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 
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A D > LI K E T H IS Appearing in Journals read by electrical engineers, 


contractors, men of all industry TO HELP ELP YOU U SELL 



















Distribute Higher Voltage 
Circuits—but for 
115-VOLT SERVICE... 





Modern practice eliminates duplicate power and lighting circuits. Only the 
high voltage is distributed and Jefferson Electric Power Circuit Transformers 
installed to provide the lower voltage (115 V) for lamps, fans, control push 
buttons, and electric heating and small motor-driven appliances where desired. 


WIRING IS SIMPLIFIED 


Jefferson Electric Transformers being air-cooled may be mounted at 
locations where the 115-volt current is required—on walls, posts, or directly 
on machines. No vaults or enclosures are required. 

Made by transformer specialists, generously proportioned and capable 
of long-hour service, Jefferson Power Circuit Transformers embody the 
features of engineering design and construction that a quarter of 
a century of transformer manufacture makes possible . .. They have 
been selected and installed in the plants of many of America’s fore- 
most manufacturers,—Douglas Aircraft, Buick, 
Pratt & Whitney, Allison, Chrysler, Curtiss- 
Wright, Frigidaire,—to mention but a few. 

Write for data Bulletin 421-PCT. JEFFERSON 
ELECTRIC COMPANY, Bellwood (Suburb of 
Chicago) Illinois. In Canada: Canadian Jefferson 
Electric Co., Ltd., 384 Pape Avenve, Toronto, Ont. 


POWER CIRCUIT. TRANSFORMERS 
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Business Index 
For the Month of June. 1944 


SA LES Nationwide sales of electrical goods by 


wholesalers in June maintained a level of 129 percent 


of the 1939 average sales volume. This represents a 
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sight decline 
in Mav, but 


from 
falls in 


the 


132 


| ) 


line with a 


ercent 


figure reported 


nn expected level g-onr 


that began after abnormally high sales figures were 
reached in Mareh and April. 

The month-to-month decline, when compared wit 
1939 averages, 1s approximately the same as t 
experienced in June, 1940, 1941 and 1943. If, in 1944 
the trend continues to follow that shown in those three 


? 
vears, another shght drop should) show in 


report, followed by a pick-up in August and a 


tively steady sales volume from then to the end « 
the yvear 

It seems unlikely that any mayor increase in_ sal 
volume for wholesalers will occur until the manpowe1 
shortage is reheved sufficiently to permit industry t 


start producing the civilian goods that WPB authorized 
\ugust 15tl 


for electrical goods that 


in its order. However, tilling the demand 
is expected to result from. the 


ould 


than make up for the decline in orders that will result 


resumption of production for civihan use sl more 


from cancellations of war contracts 


INVENTORIE 


lhe mnventories Ol elec 14 
goods held by wholesalers throughout the country 
took an upswing mm June to register at) /O perce) 


of the 1939 peacetime level 
This maintenance of 1 


] 


ventories al 
the last few months can be credited 


level during 


influencing this 


long | 


factors that are constantly 


lhe 


been holding Inventories to the 
) 


the three 
situation: | which for so 


pre s( ribed WMWXWNA! 


yA \ leveling off of sales to oa pol where deliveries 
do not impose abnormal drains upon inventories; 
3. The ability. of electrical manufacturers to deliver 
as many products as the wholesalers can take 
he lumitations of this inventory order 

COLI CTif y Collection percentages in June 
were al 85, seven pomts lower than the revised col 
lection figure for the previous month, and seven ports 
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ahead of the percentage of June, 1943. Accounts re- 
ceivable were down | per cent) compared wit! e 
previous month and down 21 percent from the same 


19043 


month of 
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RESEARCH...SPEARHEAD} 





























The 80 practical specialists who work in this magnificent building at utmost the effective means of electrical transmission and distribution. 
Bayonne, N.J., have every facility— chemical, physical, metallurgical Built in 1941, the structure has already grown to 60,000 sq. ft. of 
—to aid them in bringing nearer their goal—extending tothe floor space —is planned for further expansion as needed. 
























THE FIRST GREAT 
LABORATORY DEVOTED 
EXCLUSIVELY TO 
RESEARCH ON 
ELECTRICAL WIRES 


AND CABLES 


... thus “basic research in a particular 
industry devolves naturally upon the 
Aste leading manufacturer.’ General Cable 
has been alert to its responsibility. 

In this great Laboratory are maturing 
the insulation discoveries and 
product developments which will loom 


large in days ahead. 


GENERAL CABLE 
CORPORATION 


Manufacturers of Bare and Insulated Wires and Cables 
for Every Electrical Purpose 
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REGIONAL ANALYSIS JUNE, 1944 


ITH few « xceptions, sales of electrical goods by Figures in this table apply to the geographic divisions 


, ; P as outlined and numbered in color on map above 
wholesalers were evenly distributed among the nine 




















regions of the index in June. Only two regions, nos. 4 
te’ 7. were more than five points above or below the ae ahaa tahteyraes 
national figure. Both industrial and agricultural regions June, 1944 June, o9e8 
S S 5 Compared in °/, Trading Compared in °*/, 
taintained this even balance of sales, with the agri with Region ptt 
cultural states predominating among the regions show May, June, (See Map) May, June, 
ng gains over the previous month 1944 1943 1944 1943 
\iter two months in which sales in the Middl 99 75 | 92 90 
\tlantic and East North Central states were behind 102 77 2 94 100 
the national figure, these two groups registered gains 101 117 3 98 100 
of 1 and 2 percent, respectively 92 117 4 105 ii 
Region 6, the East South Central states, in second 102 95 5 96 90 
place in sales gain in June with a figure of 104 percent, 104 128 6 95 Vi 
was making a noble comeback, following the report 1 95 95 7 102 130 
May when sales in that region were 23 percent below it 96 8 98 103 
the national figure. At the same time, region &, the 100 85 9 103 115 
Mountain states, leading al! others with an 11 percent 100 93 a. 98 103 
increase over Mav, was making up for last month’ —— 
showing of & percent below the country wide figure 
It is interesting to note the regional sales percentages figures for those states in June, 1944, show a high 
in comparison with the same month of 1943. Three — percentage of increase when compared with the transi 
of the groups of states showed increases ranging from tion period of June, 1943 
17 percent to 28 percent. We find, however, that these Inventories were not as evenly balanced as_ sales 
three regions—nos. 3, 4, and 6—were suffering severe among the nine regions in June, although no serious 
| declines in sales in June, 1943 compared with June. variations were reported 
1942. It becomes obvious that those regions were then, Only two of the regions which showed inventory 
in 1943, passing through a period when much of the declines in May over April continued to show declines 
new war construction business had just timished and = in June compared to May. These were region 1, the 
other business was vet to come. Consequently, sales New England states: and region 5, the South Atlantic 
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Three BIS General Electric Progrars Are 
\d Y Postwar Lighting Business 
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Hear the General Flectric radio programs: “The G-F. All-Girl Orchestra”, Sunday 10 p. m. EWT, NBC: “The World Today” news, every weekday 6:45 p. m. EWT, CBS, 
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LEADING DESIGNERS ON POSTWAR FIXTURES 


TODAY, almost 1,500,000 stores in this country 
need relighting. To help you bring them the full 
benefits of modern lighting, General Electric is 
commissioning leading architects and designers 
to work out ideas for new and more attractive 
lighting fixtures. Seventeen of these men are now 
at work on this program. Several of their ideas are 
illustrated here. More of them will be ready soon. 





From these original designs, fixture manufacturers 
are already working on new lighting tools that will 
help you get a full share of postwar lighting profits. 


ILLUSTRATED BOOKLET describing G-E's design program is 
now available. Write for Booklet Y-467, General Electric, 
Nela Park, Cleveland 12, Ohio. 





_ KEEP BUYING WAR BOND 
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@ General Electric makes thou- 
sands of types and sizes of G-E 
lamps, All of them have two 
things in common—(1) inten- 
sive G-E research strives con- 
stantly to make each the best 
possible lamp for its job and 
(2) each is guarded by the 
most extensive manufacturing 
and quality controls that G-E 
has been able to devise. 

Postwar G-E lamps... fluores- 
cent lamps in new shapes and 
sizes and lamps with new 
operating advantages. . . will 
meet the same high standards 
that for 50 years have been 
typical of G-E Mazda lamps. 

ie 
2 


~~ 


General Electric is developing 
new and better postwar G-E lamps 
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The Stake of the United States 
in Expanding World Trade 





ITH the war in Europe racing to a climax, and 

with a sure pattern for the defeat of Japan al- 

ready outlined, American business is confronted 
with the need for an immediate decision on long-term 
economic policy. 


What is this country’s foreign trade program to be 
after the war? 


No intelligent appraisal of all the factors any longer 
can allow us to postpone considering the issue merely 
because, in the past, foreign trade absorbed barely 
eight per cent of our production. 


Actually, a whole new set of conditions was injected 
into the picture by the first World War; but we per- 
sisted in ignoring these new factors. 


Almost overnight, the United States was transformed 
from the largest debtor nation in the world to the second 
largest creditor nation. At the same time, we made faster 
technological progress than any other nation. Thus we 
created the need for more dollar exchange on the part 
of the rest of the world and simultaneously made it 
harder for other nations to earn dollars. 


Today, as another, far vaster war is approaching its 
end, those changed circumstances are magnified. Amer- 
ica has new responsibilities—to itself, and to the world. 


Our war-inflated industrial capacity cannot be al- 
lowed to drop back to prewar levels without causing a 
domestic crisis which we dare not permit. 


And, because so much of the world is geared to the 
American industrial machine, we can no longer contem- 
plate calmly the repercussions of a largely self-sufficient 
trade program or of an unplanned foreign trade pro- 
gram. Either would inevitably set the stage for the next 
world war, 


* * 5 


If we are going to prepare ourselves intelligently to 
cope with this new problem, we must acknowledge 
certain basic principles. 


World trade cannot be rebuilt simply by attempting 
to restore prewar flows of goods. The war has so com- 
pletely changed the economic fiber of many countries 
that it is necessary to develop new trade relationships. 
The East Indies, for example, may find the demand for 
their rubber considerably reduced; the United States 
may, to a large extent, have to cease exporting cotton; 
Japan will need to find new substitutes for much of its 
exports of silk; the British will need new markets to 
replace the income which they formerly derived from 
their large overseas investments. 


We cannot expand markets for our goods, at home or 
abroad, unless we find ways of buying more supplies 
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from more people at home or abroad, so that they will 
have more dollars to spend. 


And we probably cannot create increasing buying 
power abroad without first exporting more of our tech- 
nical skills—our engineers, our production and man- 
agement men—to build new markets for our own 
specialties. 


* bs * 


What is needed to rebuild the world’s economic 
system? 


1. Most basic of all, of course, are stable governments which 
command popular support. In the absence of strong gov- 
ernments, currency stability cannot be achieved. 


. Most war-stricken countries, for a year or two, will need 
rehabilitation loans, because they will require far more 
raw materials, equipment, and live stock than they can 
pay for out of current production. 


. Loans, however, are only a stop-gap, though often a 
necessary one. Far more important than rehabilitation 
loans will be the creation of better opportunities for war- 
stricken countries to sell to the rest of the world, partic- 
ularly to the United States, South America, South Africa, 
and India. The ravages of war do not completely destroy 
the ability of a country to sell. Indeed, it is surprising 
what large supplies of certain commodities war-torn 
countries have on hand even before devastated industries 
have been restored. The invading troops in Normandy 
found shoes almost non-existent, but they found food 
more plentiful than in Britain. 


Better opportunities for war-stricken countries to sell 
would create opportunities for them to buy the things 
they will require to restore scattered industries and de- 
pleted farms, and would help those countries to get rid 
of the exchange controls which are now universal. So 
long as a country is able to expand its exports only slowly 
and painfully, and is dependent upon foreign loans to 
prevent the depreciation of its currency, so long will it 
carefully preserve exchange controls and other restric- 
tions in imports. That is why large advances, either 
through an International Monetary Fund or an Interna- 
tional Investment Bank, can make only limited contri- 
bution to the removal of trade restrictions. 


. Permanent monetary and credit arrangements are needed 
to protect nations against temporary pressure upon their 
currencies, to permit necessary changes in exchange rates 
to be made in an orderly manner, and,.o assure that gov- 
ernments never again will repeat the “beggar-my-neigh- 
bor” policies of 1931 and 1932. 


. Finally, the world needs a reversal of the trend toward 
economic self-sufficiency, which received a strong im- 
petus from the first World War and an even stronger one 
from the great depression of the Thirties. This does not 
mean that the efforts of many raw-material producing 
countries to diversify their industries should be opposed. 
During the late Nineteenth Century and the first part of 





this century, the international specialization of produc- 
tion was carried too far, with the result that many coun- 
tries became dependent for a large part of their standard 
of living upon the export of one or two raw materials— 
coffee, sugar, rubber, silk, wheat, wool, and meat. Be- 
tween the two World Wars, however, the pendulum swung 
much too far in the direction of self-sufficiency. Some 
densely populated industrial countries of Europe (Italy, 
France, and Germany) even attempted to become self- 
sufficient in wheat, fats, and sugar. So limited are the 
natural resources and technical skills of most countries 
that each one finds many things which it can produce 
only at prohibitive costs. Between the extreme speciali- 
zation of the late Nineteenth Century and the more re- 
cent trend toward extreme self-sufficiency, a happy me- 
dium should be sought. 


} * ¥ * 


What role should the United States play in recon- 
structing the world’s international economic system? 


There are those who suggest that the United States 
be a more or less permanent Santa Claus. They believe 
that an excess of exports could be financed only by 
“loans”—loans that would eventually turn into gifts, af- 
ter producing bitter controversy over why the “debtor” 
country did not meet its obligations. The persons who 
assert that full employment can be provided only by an 
excess of exports are in effect saying that our economy 
cannot become self-supporting. That is a confession of 
economic defeatism which a young and vigorous nation 
should not be willing to make. 


The most immediate contribution which the United 
States can make to world reconstruction is to make it- 
self prosperous. 


Prosperity here means a large demand by our indus- 
tries for imports. The more we import, the easier will it 
be for foreign countries to meet their large and urgent 
needs for goods. In 1939, with a gross national product 
of $100 billion, our imports were $3 billion. After the 
war, with 55 million people employed and a gross na- 
tional product of $155 billion, our imports would be 
about $7 billion or $8 billion. 


Not only should the United States make itself pros- 
perous, but it should keep itself prosperous. So impor- 
tant is the United States in the world economy that a 
depression here is bound to produce a disastrous drop 
in the price of raw materials throughout the world and 
to throw most countries into an economic tailspin. 


The United States should support the principle of a 
large fund to protect the exchanges of the world from 
temporary pressure. We should not permit differences 
over the details to prevent its establishment in ample 
time to be available during the critical period when 
war-stricken countries will need goods far in excess of 
their immediate ability to pay for them. Some arrange- 
ment, even though imperfect in details, will be infinitely 
superior to no arrangement. 


Finally, the United States should take the lead in 
breaking down barriers to trade. We are the logical 
country to do this, partly because of our immense do- 
mestic market, and partly because for most of the last 
twenty-five years this country has been able to sell 
other countries more goods than they have been able 
to sell to us. One of the greatest contributions which 
the United States could make to a sound and expand- 
ing world economy would be to bring our imports, as 
soon as practicable, up to our exports. In other words, 
the United States, in the long run, should be hard to 
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borrow from but easy to sell to. The United States 
should implement this policy (1) by continuing the 
negotiation of reciprocal reductions in duty, and (2) by 
accepting exchange rates which make foreign curren- 
cies cheaper in dollars than they were in 1939. So great 
will be the world’s need for goods that we can be sure 
that any dollar exchange earned by sales to us will be 
converted into American-made goods and will lead to 
larger exports. 


Time was when the United States obtained about 
eight per cent of its standard of living by sending goods 
abroad and bringing back other goods. Before the war, 
however, we were getting less than five per cent of our 
living by international trade. If, after the war, we were 
gradually to raise the proportion of our standard of liv- 
ing obtained by trading with other countries to ten per 
cent of domestic production, our imports would be about 
$15 billion or $16 billion a year. Our people would be 
able to buy many things which they now cannot afford, 
and scores of countries which export raw materials and 
luxury products would feel the stimulus of rapidly ex- 
panding markets. Their expanded demand for road 
building machinery, mining machinery, machine tools, 
agricultural implements, locomotives, railroad cars, 
electrical equipment, trucks, automobiles, and a mul- 
titude of products of our factories would create a mil- 
lion or more additional jobs in our factories. 


Although the United States would raise its standard 
of living by increasing its imports and its exports, it 
should honestly face the fact that the resulting shifts in 
production and employment would temporarily be pain- 
ful for some people. The increase in imports would be in 
commodities which other countries can produce for less 
than the cost at which much of our output is produced— 
such as sugar, wool, copper, some fats and oils, wines, 
winter vegetables and fruits. The increase in our ex- 
ports would come from those industries in which our 
superiority is greatest—particularly the manufacturing 
industries. Finally it would be advantageous, to the 
country as a whole, to shift a million or two workers 
from agriculture, where they earn about 60 cents an 
hour at best, to manufacturing, where they earn better 
than 80 cents an hour. 


* & * 


The very fact that in economic matters the rest of the 
world is dependent upon the United States, exposes our 
country to great demands and to envy and misunder- 
standing. The United States must be willing to help the 
rest of the world, but its help should take the form of 
assisting other countries to help themselves. Never in 
all history has one country had such an opportunity to 
give the world a rising standard of living, to foster con- 
ditions under which peace flourishes. What greater 
tragedy could there be than to make the sacrifices 
which we are now making and fail to seize this chance 
to create a world of hope and opportunity in which the 
spirit of goo-lwill among nations is able to flourish. 





President McGraw-Hill Publishing Company, Inc. 
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Where customers demand quality in a four-lamp pendant 


fluorescent luminaire, Curtis StarLux is a natural choice. 
@ Substantially constructed of durable materials, this 
beautiful luminaire is characterized by the careful design 
and workmanship which has made Curtis equipment a 
leader in the quality lighting field for over half a century. 
@ On the next job that requires beauty, efficiency and last- 
ing quality, specify Curtis StarLux. @ Write for our illus- 


trated folder, Serial 2039, giving full information. 


135 WEST 65TH STREET, CHICAGO 38, ILLINOIS 
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TELL YOUR UTILITY FRIENDS ABOUT THIS FLUORESCENT 


@ Here's a competition of interest to everyone in the field lighting people are being invited to submit original fix- 
of lighting and lighting fixtures. Sponsored by Sylvania, ture designs inspired by their first-hand knowledge of 
its purpose is to stimulate sound and imaginative thinking commercial lighting problems. 
on the use of fluorescent lighting — and thereby open up 
the widest possible postwar market for fluorescent fixtures. You as a wholesaler will be directly affected by this com- 
petition — because your success in selling fixtures is 
Long the leader in everything fluorescent, Sylvania be- directly related to the utility’s success in teaching the pub- 
lieves that the most useful and practical ideas are those lic to demand better lighting and quality equipment. 
gained from actual field experience. Therefore, utility 
It is entirely possible that the designs entered by alert 
utility men will expand your present fixture markets or 
open entirely new ones to you. 


It is also possible that many of the utility men entering 
this competition would enjoy talking with you about the 
features that add to the salability of a fixture. A friendly 
offer of cooperation on your part might result in one of 
your own utility friend’s winning a major prize. 


In any case, we think you’ll want to know more about 
the Sylvania Competition than can be told in this adver- 
tisement. The coupon below will bring you the booklet 
giving the complete rules. Send for your copy today. 


For the best designs of a commercial shielded 
fixture employing four 40-watt fluorescent lamps. 


JUDGES IT’S EASY TO COMPETE 


NOTE: Following is simply a digest of the rules. Mail the coupon to obtain sets 
of complete rules. 


ae The Sylvania Competition is open to anyone con- 
nected with the lighting division of a public utility — 
either private or government owned. An entrant may 
submit more than one design, but is eligible to win 
only one award. 


2 Entry blanks must be postmarked before midnight, 


; ~ October 1, 1944, and sent to Sylvania, Salem, Mass. 
HOWARD M. SHARP ALLAN E. PARKER, Ph.D. 


President Professor of Physics a All designs must be postmarked before midnight 


Illuminating W orcester Polytechnical : . 
Engineering Society leestitete Dec. 1, 1944. No drawings will be returned. 


@ Sylvania will reserve, until March 1, 1945, the option 
to purchase any design or feature of any design 
submitted at an equitable price established by 
Sylvania. 


All specified components in designs submitted must 
be acceptable to Underwriters’ Laboratories or stand- 
ard safety codes. 


ay | & ce No entries which exactly duplicate existing fixtures 


- . : will be eligible for a prize. 
C. A. CARPENTER LURELLE GUILD 


Electrical Engineer Consultant 


xy Designs must include ballasts with power-factor cor- 
Graham, Anderson, on si 'g P 
Probst & White Product Design rection. 
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FIXTURE 


SUGGESTED 


r 
- WED 
5 oF SHELD REMO 
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oy he Leading Manufacturer of Fixtures 
in the Fluorescent Field 


. POINTS OF JUDGING 


efs & APPEARANCE of the fixture shall be pleasing, its merits in this 
regard being at the sole discretion of the judges. The de- 
n- signers should specify type and color of finish. 


2 INSTALLATION FLEXIBILITY — \t must be easily installed and ELECTRIC PRODUCTS INC. 


ay designed to be attached to the average existing outlet. The SALEM. MASSACHUSETTS 
in fixture may be designed either for pendant or for surface 
mounting but preference will be given to the one which may 
i. be installed both pendant and surface. 
’ 


Ss. 3 MAINTENANCE features to facilitate replacement of lamps 
and cleaning of fixture will be given careful consideration. 


ht 
* SHIELDING should be so designed that no lamp is exposed to ae seep his ong - 
view between a horizontal plane through the upper surface oston St., Salem, Mass. 
on of the topmost lamp and a point 45° below that horizontal. Please send me sets of complete rules of the 
gn Unless otherwise stated by the designer, the judges will Sylvania Fluorescent Fixture Design Competition 
by assume that the following transmission efficiencies apply to for utility lighting people. 
shielding media: louvers 70%, plastic 75%, glass 80%. All 
shielding media will be assumed to conceal adequately the 
ust light source with acceptable brightness factors. 
id- 


> EFFICIENCY of not less than 50% should be designed into all 

fixtures submitted. This means that the light output of the 
res fixture shall not be less than 50% of the total output of 
bare lamps. A fixture with a demonstrable efficiency of more 
than 50% shall be considered superior to one of lower effi- 
ciency, all other factors being equal. At least 15% of total 
light flux shall be above the horizontal. 
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Standard and Inter- 


Hi g changeable Lines 


These popular numbers provide essen- 
tial types for “coming through”’ on 
residential wiring requirements. Both 
the Standard and Interchangeable 
Line switches have the same degree 
of dependable design and mechanism 


—the famous H & H “‘degree’’. 


Numbers illustrated above include rep- 
resentatives of the ‘““TL” Line:- single- 
pole, double- pole, 3-way and 4-way— 
residential type. Also, Interchangeable 
Switches to go with receptacles or 
other units in a single gang. 


HART & HEGEMAN DIVISION 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 
THE ARROW-HART & HEGEMAN ELECTRIC COMPANY. HARTFORD. CONN. U.S.A 
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Lighting and Obsolescence |,, suis issue we pre- 
sent the Fifth National Lighting Show IN PRINT. 

The editorial features contained on the following 
pages carry the slogan: “The Greatest Sales Oppor- 
tunities In Lighting History Lie Ahead” and the main 
reason why the truth of that statement cannot be 
challenged is: OBSOLESCENCE. 

Webster defined obsolescence as “the state of be- 
coming obsolete” and it is our considerate opinion 
that not since Thomas Edison perfected the incan- 
descent lamp has the lighting equipment of our coun- 
try (and of the world) been so truly and completely 
in “the state of becoming obsolete” as it is today. 

Normally a machine, or a process, or an appliance, 
or a product can be called “obsolete” as soon as an 
improvement, more efficient, or more economical, or 
both, becomes available. On that score alone the light- 
ing installations everywhere that were not made dur- 
ng the last 2 or 3 years may be quite properly tagged 
as “obsolete.” 

New techniques in the application of incandescent, 
mercury vapor, and sodium vapor lamps and particu- 
larly the rapid acceptance of fluorescent tubes as the 
most modern light source, all have combined to force 
most of our pre-Pearl Harbor lighting installations 
into the “state of becoming obsolete.” Thus it ap 
pears that strictly on the basis of improved light 
sources now available, obsolescence stands today as a 
powerful ally to all who wish to promote the sale of 
ighting equipment. 

However, more important than the cold fact of its 
existence is the truth, that’ through our war effort 
vithin the short space of 2 or 3 years, millions of 
\merican workers have been made conscious of that 
bsolescence. 

Those workers did their war jobs under 30, 40, 50, 
es, even 100 and 150 foot-candles of illumination. 
hen they emerged from those modernly lighted 
plants into the gloom of poorly lighted streets, and 
tores, and halls, and homes, their eyes told them that 

mething was wrong, something was missing. At 
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the same time their heads told them that today there 
existed no reason in the world why every place should 
not have adequate illumination as measured by post 
Pearl Harbor standards. 

Thus, when looking ahead to the time Now CLOs! 
\T HAND, when once more raw materials can flow 
freely into the factories that make lamps and lighting 
equipment, who would dare deny that the “Greatest 
Sales Opportunities in Lighting History Lie Ahead” ? 

We have the designers, production engineers and 
producing facilities to supply all the lamps and light 
ing equipment that can be sold. 

We have the sales, warehousing and service facil 
ities of a vast NATIONAL network of electrical whole 
salers, who through their thousands of trained sales 
en are ready to do a job of fast local selling that will 
carry the story of obsolescence and the sales message 
of modern lighting into every contractor's office, into 
every factory, office building, store, and home. 

We have as our allies in that huge sales campaign 
to Re-light America over 50 million extra salesmen, 
in the persons of those war workers who know that 
the lighting standards to which they became accus 
tomed inside the war plants put practically every light- 
ing job outside those plants into “the state of be 
coming obsolete.” 

Il‘inally, we know that everywhere the owners of 
stores and plants, of shops and homes, do have the 
money with which to buy themselves out of the gloon 
of lighting obsolescence into the beauty of light such 
as modern sources and modern lighting fixtures make 
possible. 

Elsewhere we report that on the very day when this 
was written the War Production Board announced 
the pattern for ‘immediate and drastic elimination” of 
virtually all controls on civilian output as soon as the 
Nazis’ defeat is complete AND THE ARMY AND NAVY 
HAVE AGREED TO THE PLAN. 

Therefore the time is close at hand when every 
salesman, be he from a manufacturer, wholesaler or 
contractor can begin to cash in on the “Greatest Sales 

(Continued on Page 51) 
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INCANDESCENT 
FLUORESCENT 


FOR THE LIGHTS TO GO ON AGAIN 
ALL OVER THE WORLD... 





Hundreds of millions of empty sockets must 
first be filled Prepare now for your share of 
this profitable business 


TRANSMITTING TUBES 


CATHODE RAY TUBES 
SPECIAL PURPOSE TUBES as 
RECEIVING TUBES 

EXECUT 


INCANDESCENT LAMPS 
FLUORESCENT LAMPS 


IVE OrFrFl E 


OWENSBORO+ KENTUCKY 


EXP RT M RE TREET NEW Y R K 
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REFLECTOR 


ONE-PIECE © 

CLOSED-END | 
STEEL SCS 
REFLECTOR { 


PRIORITY: AA-5 for new lighting projects. AA-2 under MRO, — 





Get full details from your MITCHELLDISTRIBUTOR 
or write for Catalog No. 281. 


MITCHELL anafacturing Co. 


2525 N. CLYBOURN - CHICAGO 14, ILLINOIS 
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$5412 Be 
why Anaconda’s national 


advertising drive is important to 
every electrical wholesaler 


ANACONDA’ S advertising campaign 
is aimed at creating a sounder basis 
for your postwar k business. It urges 
PRT to allow extra ca- 
Naturally, 
ao RE ee co 
for everything you sell—wire, serv 
ice equipment, ranges, appliances. 


Don’t overlook the opportunity to 
tie in with this special campaign. 
“Plan now to get a maximum share 
of postwar electrical markets. 
Link your Own promotion to your 
local ddequate wiring ‘bureau 
activities and -Apaconda” s basic 


—_ theme: It’s always 


wiser to Wire Ahead! sone 


BUY MORE WAR BONDS 


Bow oe 


"Vierory, 


will Tesulp Frees 


Full-page Anaconda 
advertisements running 
regularly, in color, in 
Time, Newsweek, Busi- 
ness Week, and a list of 
industrial publications 
reaching America’s lead- 
ing postwar planners 


fies ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4... 


Sales Offices in Principal Cities 
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(Continued from Page 47) 
Opportunities In Lighting History.” 
Truly they lie straight and immediately ahead. 


* 
Flectronic Conference Sponsored by four organ- 


izations, the Electronic Parts and Equipment Industry 
Conference will be held at the Hotel Stevens, Chicago, 
October 19, 20 and 21, 1944. 

Joined in this effort with the Radio Manufacturers 
Association’s Parts Division are: The Association of 
Electronics Parts & Equipment Manufacturers, (for- 
merly the Sales Managers Club, Western Division) ; 
the Sales Managers Club, (Eastern Division) and 
the National Electronics Distributors Association. 

Official announcements emphasize that this will be 
a “conference” in every sense of the word, providing 
opportunities for manufacturers and distributors to 
discuss future plans at a time when events on the battle 
front indicate that release of production for civilian 
consumption may not be far away. 

There will be booths for manufacturers but they 
are designed strictly for conferences and discussions 
and no merchandise, displays or special decorations 
will be permitted. 

Wholesalers who are now maintaining electronics 
departments or who are planning to do so should find 
a day or two spent at that conference a very much 
worth-while investment. 


* 
Post-War “Guess '-timate The Producers Coun- 


cil—a group of nationally known manufacturers of 
building materials and equipment — estimates that 
more than $6,000,000,000 will be spent during the first 
six post-war years for repairs and maintenance of 
already existing homes, not including farm residences. 

Specifically it expects that, beginning twelve months 
after the war ends, expenditures by home owners will 
average $1,100,000,000 per year in order to catch up 
with long needed repairs and maintenance. For com- 
parison it is quoted that those annual post-war ex- 
penditures will be 40 percent greater than in the five 
pre-war years 1936-1940 and that they will be twice 
as great as during the five-year period following World 
War I. 

Coming from a source that has exceptional facilities 
for analyzing data and projecting figures those es- 
timates cannot help but command attention and will 
deserve the careful consideration of all who are direct- 
ly or indirectly interested in home repair and main- 
tenance, 

Electrical wholesalers, the manufacturers from 
whom they buy and the electrical contractors to whom 
they sell, all will share in that spending boom sutT— 
the size of the slice that all the branches of the elec- 
trical industry will get out of each dollar spent will 
necessarily depend on the speed and force with which 
electrical modernization is promoted to those millions 
of home owners who do the speending. 

At no time in its entire history has the electrical 
ndustry had so much to offer in the way of new ways 
ind means that broaden the use and convenience of 


electric current and improve the safety and facilities 
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of its application. It is only a question of whether the 
industry and each unit in it will apply the necessary 
ingenuity, promotion and salesmanship to cash in on 


the biggest opportunity that has ever knocked on the 
door. 


* 
NEWA’s 1945 Spring Convention just as we 


were about to go to press, hustling “Charlie” Pyle 
phoned us to say that NEWA’s 1945 Spring Conven- 
tion is definitely set for the week of April 22 at the 
Stevens Hotel, Chicago. 

The actual dates will follow those set for the Na- 
tional Electrical Manufacturers Association conven- 
tion and overlap into the dates set for the recently 
announced International Lighting Exposition which 
is scheduled to open, also at the Stevens Hotel, that 
week. 

Obviously no real wholesaler can afford to miss that 
series of highly important events. Therefore, the best 
thing to do is, to set aside those dates right now, get 
reservations to the Hotel without delay, and make 
railroad reservations just as soon as the ticket offices 
will accept them. 

With Hitler practically knocked out of the war 
right now, reconversion is likely to be in full swing by 
the time those meetings take place. In order to be able 
to do the most intelligent planning for post-war sell- 
ing, every wholesaler’s executive should attend those 
outstandingly important events without fail. 


* 
. 
WPB (rates (roing Down With practically all au- 
thorities agreed that the defeat of the Nazis is close 
at hand, the War Production Board, after a full meet- 
ing of the board on September 5, announced that “im- 
mediate and drastic” elimination of practically all con- 
trols on civilian production will be put in effect as soon 
as defeat of Germany is completed. 

Said J. A. Krug, acting WPB chairman: “Industry 
is to be allowed in its own way, according to the avail- 
ability of markets, men, materials and plants to do 
the swiftest and most effective job possible of restor- 
ing production, making whatever people want and 
affording maximum employment just as quickly as 
possible.” 

Since Army and Navy representatives on the board 
agreed to the plan, it now looks as if there will be no 
eye-dropper method of releasing materials slowly and 
on a preference or priority basis. It will be just a good 
old American free-for-all and may the best firms win. 
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Drafting Space 


... the New 


BEACON 


BY WAKEFIELD 


Let it help you serve your customers! 


ESIGNED for high quality fluores- 
D cent lighting at lower cost, the 
BEACON is a “honey” for lighting essen- 


tial offices or drafting rooms. Provides 


smooth, shadowless light to help handle 
paper work faster and reduce eyestrain. 


Maintenance is especially easy since 
there are no horizontal surfaces on which 
dust can collect. New rigid design louvers 
hinged to make lamp replacement easy. 


Etched, ribbed glass on the side panels 
gives smooth, pleasing light; louvers on 


the bottom of the unit prevent direct view 
of the lamps. 


The new BEACON is of all-steel construc- 
tion. Metal end caps are pierced in a 
decorative design and are backed up with 
diffusing, translucent plastic. And you 
can offer this 4-lamp fluorescent unit in 
stem suspension as pictured, or with close- 
up mounting for low-ceiling areas. Get the 
details NOW from Graybar or write us. 
x *k * 


HELP PREVENT INDUSTRIAL ACCI- 
DENTS . . . GUARD MOVING PARTS 
- . « HAVE GOOD LIGHT ... BE 
ALERT. 


VERMILION, OHIO 
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SMALL RETAIL STORES 


55% Obsolete 


_ era of commercial relighting actually had its 


beginning among the department stores and smaller 
retail establishments just before the National Defense 
Program was started. These salesminded people 
were among the first to realize the advantages of 
high-level illumination and the attention-getting qual- 
ities of decorative lighting. But, although there was 
then considerable activity in this field, the sales fact 
remains that 75 percent of all department stores are 
still inadequately lighted and nearly 90 percent of 
the smaller retail establishments are in need of 
modern lighting equipment. 

Important to the wholesaler and salesman is that 
most likely this field will be one of the first to become 
active when a variety of lighting fixtures again are 
available in quantity. Here the first large-volume re- 
lighting business can be obtained while the develop- 


Retail Stores, Large and Small, 
Modern Lighting to Make 






DEPARTMENT STORES 


15h Obsolete 


ment of the other relighting markets 1s fostered. 

The relighting of retail establishments offers the 
wholesaler’s salesman an opportunity to do a real job 
of light engineering for his customers. During the 
last few pre-war years, when many opportunists were 
operating in the relighting field, many stark examples 
of poorly-engineered relighting were spotted along 
the streets of every city. To prevent the recurrence 
of such lighting installations, engineering service oi 
the type any well-informed wholesaler’s salesman can 
supply will be needed by even the smallest post-war 
customer. The salesman who makes it his business to 
sell only efficient well-designed lighting installations 
to his retail store customers will profit most in the 
long run because he will be creating relighting jobs 


that attract the favorable attention of potential 


customers. 





WL 7) Go! ..... Fhe Greatest Sales Opportunitie: | 
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From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 














Depart- Other Depart- Other 
STATE ment Retail STATE ment Retail 
Stores Stores Stores Stores 
TR TS AT 
Region I—New England....... 118 121,770 eer ae 86 18,842 
een sda eei-ai 14 13,441 ee eee 127 33,699 
New Hampshire.............. 8 7,427 See CEMOONIIDS 5 26sec cases 58 18,462 
rer re 9 5,414 GEE 6 8 os ba coe oe Venmeres 95 32,775 
RUIN oo bce raecsccce 57 59,160 ee ee 3 28.580 
WT NS. SF iciceisiscces 9 10,476 
Ee 21 25,852 | Region VI—E. S. Central ...... 393 100.672 
Ig iec Sess Oeks cas « 46 30,873 
Region II—Middle Atlantic .... 355 412,464 , arene Stee 56 28,142 
RR 152 209,273 FA ie ki dedises ex aqsos 126 23,790 
ne ere 40 68,811 Py is 4:05 0000602. ey 165 17,867 
en ere eee eye 163 134,380 vg 
Region VII—W. S. Central... .. 142 159.326 
Region ITI—E. N. Central...... 345 364,163 ROMAIN ooo 8 sitios bos Kea Ses 119 20,209 
sas aoa sack acaacein 85 92,956 Louisiana....... eee caideecens 103 25.366 
ND 5 cae. «mies Wears aren Ge 63 47,254 EE er Ee 49 28,673 
MILLS, fv view a Waco We win Waalees 87 109,045 WO he nidxaeesakee stan oad 17] 85,078 
Sa ceboain ge oieimiete 54 7,360 
ee Lp RD RANE Re: 56 47548 Region VII[—Mountain....... 121 37.338 
ee A en ee 28 8,453 
Region IV—W. N. Central ..... 247 197,662 RN etre oo sie uncca's asseanern' 4 6.790 
Se ee 61 40,387 loin eesniwnsnisiids e< 1] 4,102 
Ee ee re 41 38,983 RO a ae te 24 16,761 
ES eer rr rene 42 53,154 Pe NS ob. ciiag howe aners 19 6,598 
TO Ma 5c oo kwsin shar Hor 19 8,530 RRR Os o/h sain se ses vee 14 6,228 
NIN in i505 o'uin xterm 15 9,802 Rai ceecalgia. da hapre dcnereais 10 6,362 
re ee 32 19,298 PON oii as ane sneime wien ececarntas ] 2,044 
OR re eee ee 37 27,508 ‘ J 
Region IX—Pacific........... 186 155.382 
Region V—South Atlantic ..... 520 198,851 Re ee ee eee 13 26,639 
EEE Ae ere eee 5 4,539 I ns ses Reese cee 21 16,437 
Maryland } a CN io es hve vcsmoaners 122 112,306 
District of Columbia | °°" ”” 41 32,418 
WHE cou teuesne se cudien can 74 | 29,536 Total—United States.......... 2,727 | 1,767,628 
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LARGE OFFICE BUILDINGS 


SOk Obsolete 


es demand for relighting in both large and small 


office buildings rates along with the retail store 
market as one of the most immediate post-war 
sources of relighting business available to whole 
salers. ‘ 

Improved lighting has been needed by a large per- 
centage of offices ever since the war program accel- 
erated the amount of work and the number of people 
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Buildings Everywhere 
(in Modernization Through 











SMALL OFFICE BUILDINGS 


GOh Obsolete 


per office, and extended the length of the working 


day. Some offices had started to replace inadequate 
lighting with up-to-date fixtures, but war-time re- 
strictions on the sale of commercial fixtures put a 
halt to this business just as it was becoming a major 
market. The end of the war should see this pre-war 
relighting job resumed, and it should mark also the 
coming of a flood of new business as a result of war- 
time experiences with poor lighting conditions. 

Office buildings, located at the plants of manufac- 
turing concerns, will be good post-war prospects be- 
cause, as a rule, the war-time ratings applied to the 
relighting of the factory did not permit relighting the 
offices. Executives and office workers will want the 
advantages of good lighting as soon as possible. 

Office buildings, both large and small, which offer 
space for rent will be again, as in pre-war, required 
to meet the demands of competition by offering office 
space that is lighted by modern standards. Whole- 
salers and salesmen can profit by making a pre-Vic- 
tory investigation of this market, lining up the best 
prospects and even going to the extent of laying-out 
the prospective lighting arrangement. 
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From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 













i ta Office ice 
r STATE Buildings STATE Buildings 
g 1939 1939 
° Region I—New England ................ 3,420 Ne IR ooo inc oe redw civ canvas snmeceas ees 214 
GY cuales tare a dincec vinlerns yovesha maven kates 124 PINE MINI Cees averoraraseintae a cured atnaeaee s 186 
‘ AI ININIR os sec c:'ccus dicharevavesd 8/0 Sern. recom 179 EIEN dis cocsidiont ns views oaienaae ones 93 
i NE ear iia in wierd Scam a. ete aide mare eins aloe 50 590.5 8-5 8 Sx bin > die gina 5 5th 84 Ra 212 
Ir II rs Socata. s cla a wacaicdioreaeia eauiartwe 1,820 PRN site. cin easier tan ss waa nak seaean 432 
I c gincickxe hoc cemdnveriusionw” 269 
al AI au. sid'saecnseun ass esaueaa kaw 978 Region VI—E. S. Central................ 26 
ie De anid ra sara ovnta id atarsad o Mobis Re mtae vce 163 
Region 1I1—Middle Atlantic .............. 3,002 gO RR Ret ae reer a tre Sry tae 193 
Fs PN ooo icnicia. pc 3 aes odd aantecad xan 1,625 Rv SRE een ire arco tenth etree aren ree 5 126 
SON MU ves araiatac 5 sae isto or 0 orm ented bie oteeaieie 461 SII Ss otc cin a uealvictiatiewanasoe santas 44 
PANINI 5 acid Fd os bdo ww ddd eb eee ees 916 af 
C- Region VII—W. S. Central .............. 869 
Region III—E. N. Central ............... 4.456 NTA is". eitd KPO ER wiaowewe nee tietead 98 
c- as 5s omer nto canis < Winer 4 agiee a ates 1,986 DED chases. s caver cack ennae ce aden ean 126 
1e I racer wiclida celui, 64s elt daiunas ase ee 532 a EE re re era 213 
MR i eo idisthe wd als bole e tare et wiremientes 792 RE hie vB acak one ei.wamece sa okwcneles 32 
1e CN ii cei dcide dike oapvn Ais Madan Camas 761 ' : % 
he MAIR ey ee ee ea ne 385 Region ViIJ]—Mountain................. $56 
8S oe 5 Wri winipiace babe en inane ale Ses 67 
Reston 1V—W. N. Comtral.. ...icccccscce 1,743 OS ere ae re ree 9] 
ef ON SARE GLARE ee PET yas rn 358 ME Sit ebcuawokee tue cuaseniarn 29 
I Sot tac cc hs ciaaslaee ad's Sue ala woes ele 337 SN a aia biptewsias' Gale oureaewanaieiesines 186 
ed NN aL fag ind o's os 5i 5 cisialerela ai scaceiein leavers 703 ET NN oe osc acra ein erdinelacareraderoth Sisal ive 22 
| EIN vu. 64 640x450 cone na Oue'e oases 31 NN Baie d cchesiv i's vis wid nereae demo ea wen ns 16 
XS EN EG bons ba ia'ne Saba waa R ROS aN 47 rea iene Ree bie Le Euseati es eth oe 77 
le iB oe Sea tes a cc accssaa ves gps GHA la ata 128 | EE repre ter are ir en ee 24 
ys UNE sa Wane os sbasO oo asieccsmveaoedeee 139 A 
Ic- : I og oo wee 6 Kee Se ee 1.689 
st Region V—South Atlantic ............... 1,614 Ie nar oe fala lnc whaltans eines eer steve Sk W's 148 
7 I ote rs ee eeunavlek ancients 22 ois win icra Snlaie Bi sseleouin deseo 187 
ut Maryland ER eee ee 231 EEN Peer Meer he nee 1,054 
District of Columbia § : 
ES ne a ee er 224 Tie —0 ee BNO io ook ocs o.oosin ee ives 18,175 
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America’s 35,000,000 Homes 





A Post-War Relighting 





T is natural that the prospect of the large post-war 
new-home building market should have oversha- 
dowed the more prosaic market for relighting most 
of the nation’s 35,000,000 dwelling units. But the 
electrical wholesaler and his salesman cannot afford 
to overlook this market. By itself it can be a large 
and prosperous business, offering the opportunity to 
build up a profitable volume in fixtures, lamps, wiring 
devices, ete. 

lt is accepted that, by modern standards, most of 
America’s homes are inadequately or improperly 
lighted. The development of better fixtures and floor- 
lamps, the use of fluorescents for specialized types of 
lighting, the promotion of better lighting by the 


utilities and by such organizations as the “Better 








RESIDENTIAL 


S5% Obsolete 


Light, Better Sight” Bureau, the publication of hun- 
dreds of magazine and newspaper articles, all will 
stimulate the desire for improved lighting among 
home owners. Furthering the success of these pro- 
grams will be the experiences of millions of workers 
who have enjoyed high-level lighting in industrial 
plants during the war years. Making the relighting 
of homes an easy matter to finance is the backlog of 
war-time savings, war bonds, etc., much of which 
already is earmarked for post-war home improvement. 
While wholesalers and salesmen may think that 
this relighting market is not easy to locate, it exists 
wherever there is a home. Through intensive selling, 
it can be made to provide as large or even greater 
volume of lighting sales than the new-home field. 
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From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 

















STATE Dwelling STATE | Drrelting 
1940 1940 
Region I—New England ................ | 2,201,647 I oo sks see 26 aes beddeudeuéucie’ 444,889 
aes sn ch vow siaw wee bal auawds 218,999 PT Nn obk sd Sidwtek npiewed sind tet 789,566 
IR 65 5 sas fib vend siaonramwgines 133,010 ns 6 60a Shas ba keeseceeedsces 434,922 
ed tases stncsHiewedacwaeeadaa es 92,432 EE ae Nos 6 4¥55.5 5:0 05644 sadn ee aGre 752,286 
ET EC TE re 1,120,524 eget ar acai Ame pla a eG Sg 520,135 
I ia shane nin tie eink eee REST 187,795 . ; =a75 
RS cds abcie dinesdwnsvusneewdwun 448,887 Region VI—E. S. Central................ 2,622,810 
; III hk. isda s sieve ndaesacdauass 698,604 
Region Il—Middle Atlantic .............. 7,279,087 I 550.055 6-05. id Sire. Sona ee ewes 715,425 
NY EE Baa aig ds' <'o'a's 6.0% sw b's teas 3,662,618 IT. f ba.5. cu aie deike See abies bode 673.914 
EEE Ea ae eer aie 1,100,585 SN hi! 5: itauieaaaisiinkaole wlalsiice ais 534,867 
NG 5 ia dhe ccaenar dicine cee Ae 2,515, : 
Greer u——V“.U Ue re 3,377,534 
Region III—E. N. Central ............... 7,276,297 aa) .3 oars ata biacalacagssb ware glee aie Gast 195,841 
aha Ah Ge sch eri ord oa lace KGa Re swlee KES 1,898,212 SEE er eee eee 592,595 
BI Seid « Kukc acted obad b cOG abe Oe wbateinls 961,500 Es b66 tobias aaincioks Sekeow acid 610,424 
SE Ser a eee ree rr 2,193,114 ics i rh rccinncsaikp hud eeeinoraGn 1,678,674 
MEETS SAA AS re oe te ee Pen 396, 
—. 927263 | Region VIM—Mountain. 0.2.0.0... 1,120,694 
: SIS oe urge kes nv aos-oa'siahwau ek en 159,977 
Region IV—W. N. Central............... 3,689,070 0 ES Re tere eee ee rr ete Pee ee ee 141,765 
a Ec acer Sa cipis tid mind Soilocieeln 728,513 EE Te eT ere TERE ee Pere Ey 69,357 
Ae ha a sae ain es anlar ain om ura oan ees 701,920 I ie he sictsin x Oumre sing Meas ors bie etat 316,112 
Re oe ee ents JBC oky Se ckten Seow ee 1,068,811 PT NO as ins Ho. Kd sk orndaloak wakes Su 129,504 
SN 05 A Biola hia’ is satadoaviannian Sane 152,171 Mee ie inked rh ekK ce PREE ees was 131,189 
IS ssid asa tak marae peuwawend earn 165,430 DE TONS phaeoascsbacas ahecspeceneeenes 139,496 
coe xh brik leks ca dthiwe str aperks 360,811 PEO Vb has iuiw sh waemadcsacmbeeenenetys 33,294 
Serer bteareeeeersenepsvternavnssedye eo ee ee, 3,014,746 
Region V—South Atlantic ............... 1,279,740 MS Sires i Srrack i intone ase aie aolseee 537,968 
a2 -W glaaiels wid 4.05 SAMs Wa Sid 70,572 ae ona stg hanacd aude Da ndews 337,731 
MEd ss CA 6. 10's xa cen wsleee eae ails 466,002 RR ee rears oe peer? eee 2,139,047 
Sen GE GB i Soi cies dv eceie vin bist 173,709 
WI 66 bio a5 wamrk ne assG bi kcasdnaeeenas | 627,659 | Total—United States ..............00 0063 
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ospitals— Modernization, 





HE large volume of new hospital construction al- 


ready started during the war years, plus the build- 
ing that is planned for the immediate post-war years, 
are considered to be only enough to provide the 
additional hospital facilities needed throughout the 
country. Currently-operated hospitals must be kept 
in service for a long time to come, and to do that 
they will need much repair and modernization, in- 
cluding relighting. 

A big opportunity awaits the wholesaler and sales- 
man who study this hospital modernizing and re 
lighting market and who plan to fill its needs. Aside 
from the evident need for higher-level general light- 
ing for hospital rooms, corridors, etc., there is an 
opportunity to sell much specialized lighting and 
other equipment to this market. Localized lighting 
is needed as bedlamps, reading lamps, and in many 





Will Need Large 





HOSPITALS 


50% Obsolete 


locations as night lights; decorative lighting can be 
used for reception rooms, entrances, lounges, etc. ; 
kitchens offer an immediate market for special types 
of lighting, including bactericidal lamps. Other spe- 
cial lighting equipment can be sold for use in oper 
ating rooms, nurseries, laboratories, etc. 

In selling relighting to hospitals, salesmen can bear 
in mind that one of the most important advantages 
of well-designed hospital-room lighting, and there 
fore one of the best selling points, is the psychological 
“lift” that pleasant, well-lighted surroundings give 
to a convalescent. Good lighting that as far as possi 
ble prevents hospital rooms from bearing a dingy, 
“institution” appearance is an advantage for the pa 
tient, for the nurses and other attendants, as well as 
for the management, which, in most cases, must make 


the hospital a paying proposition. 
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o 
From These State Figures You Can Gauge the Volume Of 
e e e,@ 7 . 
Lighting-Sales Opportunities in Your Territory TODAY 
STATE Hospitals STATE Hospitals 
Region I—New England ................ 493 RAS ee 80 
SE Gong ara ale areas ond bic b vee d's Hes ieee 65 I os 6 4.0.5: a Fa pack Chan wo Kanon es 166 
Pe INNING hao cae Ke ewes 30% comemants 43 gw ee oy ee ee eee 68 
as BR ela kn temiva: Pious w see bien weea-eleis 31 NS bids urnic cineca Akad ¥ eeoermegewsniaces 127 
OER... coda canoe baechoeeeaeunyeee 246 Oe OC ee Oe re 105 
EE ee ee een 25 
ee res g3 | Region VI—E.S. Central................ 396 
IE ccs b20'oa aie arse sae wae wis Sa 98 
ie Region I1I—Middle Atlantic .............. 1,070 pee COPE ee. ee ee 106 
, 2a, ora Wuteilb shia si wk oe ear 554 PIII, iss.g din diese as ves Roe Fb en Band 95 
ce ES ee ery Pee Teepe eee 166 po ee ae eee ee 97 
S Pe in aie gine wig in eiareaeeiaee Schib 350 
| meade ms Reston VIb—W. GS. Conmrel .......05.55. 644 
-- Region ITI—E. N. Central ............... 1,175 RN a rs el wt te-aldGigea@Bin Rd 63 
: crits hi aga cisatasce arivinsisonienn veered 247 Rete cheba: wate uebie eeana a a caw ete 83 
NN ink bss vaso ake Waoes ded omar 137 I sax coals a ncglp bie Ga edbiea ware waters 129 
NEES eer eanes KE Sieber epee ee mer 31] NS Nina one i sc ‘ae lg ie a Blale PeRS 369 
ichigs 252 
vd - a TOLL LI ONT 298 Region VII]—Mountain................. 102 
2S a ee ein rot kar 7 ERS ES ia SS Eee ee RMR Sear 61 
: Region IV—W. N. Central............... 830 ETL wie wad ane wieipte cee eS able ree Seek a 44 
MN fed txids otis a ne sadiod aera aisionted 216 En ae rage Eee RP eee 31 
al ecg ote A a re a ae aig ok 149 a geo ane. aco cari cehigs a bse eraa pene aed 99 
eal, ERSTE ESE ati MER URr On Gn ay er 147 PSS og cco atv chiascalne tends adwee 53 
43 PR NE Nii Snide a ow hia vib habeas scien 48 SEs Re OE ea onde e 60 
i NE I os 5 2 5 oruinl ies raiwin dle alavnasalweials 55 ee rics on aa ac eee ets eo aa 34 
’ Pe eee oe ea te aes 98 PN nn 5s seh es So a eae eea aes 20 
y; NS Be Ra 8 a on cea coy ci ts aise Sr islerratcbicen 117 : . wn 562 
4 Region IX—Pacific Doe Maia ah Oe nee alee 36 
Region V—South Atlantic ............... 786 INES os. bbs Ge wide Si oie erase nen seo emkes 120 
as NS EE EEE Oe 17 Ro Gas x'vg'ns ros ac ates eum Wve aut Re ey Be 4 4 
ke GA Gnnh ee khnonseiakinacenaed's 77 Re ee Pere re Cee 368 
eee Ot CUR ie os isos nines wlawauiclan ice 29 os 
EE EE ee ee ee 117 pe ee 6.358 




















| Lighting History NOW LIE AHEAD... 


September 1944 — WHOLESALER’S SALESMAN 

























LARGE HOTELS 


GSh Obsolete 


| ome peauta 29,463 hotels constitute a ready mar- 
ket for post-war relighting—and one that every 
wholesaler and salesman can prepare to serve right 
now and before the war ends. 

With estimates showing that 95 percent of all large 
hotels and 98 percent of the small hotels were in- 
adequately lighted and wired before the war started, 
it is easy to see that a large demand for new lighting 
installations has been piling up. The war years have 
increased the need for this relighting by subjecting 
most hotels to all-time records in business and to a 
new low in the availability of service and mainte- 
nance materials. At the same time, war business has 









Large and Small, 
Ntandard, Npecial 


SMALL HOTELS 


95% Obsolete 


made these hotels prosper to the point where most oi 
them are well able to purchase the lighting they need 
for the more competitive post-war years. 

The wholesaler’s relighting market in a hotel is not 
confined to overhead room lighting, although that 
item usually represents the bulk of an order. Other 
sales potentials are: decorative lighting for lobbies, 
mezzanines, lounges, cocktail rooms and bars, etc. ; 
localized lighting for reading rooms and bedrooms, 
floorlamps and boudoir lamps ; mirror lamps for bath- 
rooms; portable bactericidal lamps; sun lamps for 
barber shops and swimming pools; safety lighting 
for exits, corridors, halls, basements; showcase and 
window lighting for hotel shops. 

Not to be neglected by the wholesaler’s salesman as 
he surveys his post-war hotel market is the tourist 
hotel—such wayside overnight facilities as inns, 
lodges, cabins, hotels, etc. The great increase in motor 
travel after the war is expected to bring these road- 
side establishments to a prosperity greater than they 
enjoyed during the last few pre-war years. Many of 
these places will need complete relighting installation 
in order to attract customers as well as to create a 


much-needed air of respectability. 
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e 
From These State Figures You Can Gauge the Volume Of 
J J e*,@¢ ” o 
Lighting-Sales Opportunities in Your Territory TODAY 
| 
’ Large | Small Large Small 
I STATE Hotels Hotels STATE Hotels | Hotels 
1939 1939 1939 1939 
| 
Region 1—New England....... 429 | 1,222 ok ee eee 65 | 242 
Se 3 eS ay ee 11] 325 ee a ee 97 | 295 
t New Hampsiire............. 32 157 ONES chic adaaw sewer 39 134 
t NN ra aio a cine aercwatiisins 37 130 RIE oo dao osisivie sae ween 71 | 306 
Massachusetts.............2. 162 362 PREG avcnenesadune seosies 247 635 
i Rhode Island......:......... 19 56 
BA ee ae 68 192 Region VI—E. S. Central ...... 220 | 974 
ELE IEE OOTP OE 62 316 
Region II—Middle Atlantic .... 1,114 3,828 ree 69 271 
OO EE errr 627 1,746 i Scat ealabndwceerars 49 223 
PE IE nar aigs ccm wibinieuine 239 689 CRE SEL Re ore 40 164 
- PMANINOIER. ac cnceencasces 248 1,393 : alk. 
Region VII—W. S. Central... .. 466 2,507 
r Region III—E. N. Central...... 1,322 3,369 a a 59 297 
- LG tack ta ceectscss eos 262 660 SS civic crarencben wekone 39 272 
ee NSE Penn eee tee eae anon Pet 136 405 RC re Pere 112 622 
d oni cinch kdesnandanaens 510 810 EE ein nssanievinisines 256 1,316 
I at enw sere canes oe 281 745 
— 133 749 | Region VIII—Mountain . . ... .. 409 1,984 
is Ne ites s vpeaanaades 75 75 
Region 1V—W. N. Central ..... 811 3,162 DE aGiAsnavevdsdaivetet< 42 202 
st SE Pe rr 225 666 I ic waconndpaviascieces 27 176 
s IN ct ie cd cig Seana Scere s 128 443 a acusipetianie stb 138 612 
PER coiaeis lacks Kuipicnss és 219 722 ed ee rere 19 169 
oT PO RNIN cian we eens ss 40 257 pS re rere 43 156 
1 SOG TMRER Soo 55 cece ccc 36 197 MES s ciaisddteesaeswsecues 2 182 
PETC CTCL CETT 80 355 SNR is cht Olin chalks weeks 23 112 
“vy OS ETE PE re nT ere ; 523 ? 
? — 7 © | Rete Mi Pettes.........- 1,582 3,179 
Of Region V—South Atlantic ..... 700 2,185 ES a ee 319 606 
yn SE re iia ene ke un nee 4s 3 37 ae States wagleaupate 154 po 
Maryland Jeo | IN od ov piiistissiewsss 1,108 2,23: 
a District of Columbia. | 96 210 
I iid cic Gannirs earner 82 | 326 Total—United States.......... 7,053 | 22,410 
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GRADE SCHOOLS 


G5 Obsolete 


HE market for relighting public school buildings 


should be on the wholesaler’s “do it now” list for 
immediate attention. Along with other municipal 
buildings, grade and high schools can be made prime 
sources for post-war sales of fixtures and rewiring. 

The coming of the war left 85 to 90 percent of the 
country’s school facilities inadequately lighted, just 
at the time when the public through its representa- 
tives on school boards and municipal governments 
was beginning to realize the necessity for a higher 
level of illumination in the nation’s classrooms. The 
amount of relighting accomplished, before the sale of 
fixtures was restricted, was only a beginning. 

Most public school buildings are not of recent con- 


struction. The combination of a lowered birth rate, 


plus the poor financial condition of most municipali- 
ties during the 30s combined to discourage the re 





chool and Grade School 
0 to Those Who Start 


placement of old school buildings by newer, well- 





HIGH SCHOOLS 


57h Obsolete 


lighted ones. The anticipated new post-war construc- 
tion cannot be expected to fill the accumulated need 
for additional school facilities, so that the older, more 
poorly lighted schools will be needed for a long time 
to come, and therefore become an immediate market. 

To obtain the maximum sales of lighting fixtures 
from this public school market, wholesalers and sales- 
men should start now to investigate school lighting 
conditions within their territory, and should keep in 
close contact with the post-war planning committees 
of the municipality or school board. In many com- 
munities the plans for municipal improvements are 
being formulated now. Many are going ahead to the 
point of drawing up plans and listing materials. 
Needless to say, the wholesaler who is the first to 
offer his services and possibly his engineering advice 
has a good chance for a large order when materials 
are available. 
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Relighting Sales 
Their Selling Now 





From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 

















STATE giieh 8 | Se = 8 STATE se on! 8 | Se el 
1939 1939 1939 1939 
Region I—New England....... 1,123 12,546 i oe eee 422 5,260 
OS Ee ae ay eee 219 | 4,882 oe Ye eee 946 7,097 
New Hampshire.............. 119 1,768 ee Pe eee 315 4,590 
WU icc ues 99 2,200 SS Spanbronttt pei ES ore 613 7,462 
Massachusetts.............e-. 499 2,307 WU co ca) kad teed wk as 397 2.300 
SS re 54 400 , ai ea a 
Ce 133 989 Region VI—E. S. Central ...... 2,355 24.483 
NII ecb is aes wiareisacecanyl 749 7,458 
Region II—Middle Atlantic ... . 2,452 22.845 ich icitacawes we waiins 551 6,007 
OU eee 984 10,428 I 8 ks owi'slen ab daharpansie'<'s 174 6.431 
ae eee 200 1,720 SES 6. rareesint emer e mace 581 4,587 
eo re 1,268 10,697 
eeaman Region VII—W. S. Central... .. 2,961 26.910 
Region III—E. N. Central... ... 4,333 37,557 ec ckavkhas oveauwes 660 5.000 
| Ree OO ee 1,275 9,050 ee Oe ee 134 3.649 
) I esis othe hes ee 889 3,024 SR i «cs asiaeieas xmateie 898 6,315 
z TREE Srp ae eae a 797 10,979 (| Lee eee 969 11,946 
I os Glan PG reane aA wars 3 875 aa 
y et LA aah caren 497 as Region ViIIJ—Mountain....... 1,198 12,319 
MINES, aralacc eid bidats a gnidwid' 260 3,531 
a Region I1V—W. N. Central ..... 1,659 52,879 a al i 204 1,683 
S NS cok. cane ¥aemun nee 472 7,840 . RIE ORs ee rae 27 1,100 
NN eons. dea til did aweacowe 1,142 9,800 Ee ere ee ee 266 3,194 
4 ES EER ge ae eee 989 9,500 PE I oo cao oo ksiniesew nis 166 1,400 
e 8 errr 231 5,622 Moa xs Aba ek cde ners ee 73 450 
Sette TROIS. cis sss ccccces'ss 431 5,066 I  cucictntencheaoae's 161 669 
€ SN a shales esp evedacan ei 623 7,030 Nin cia Sate a cease woldws 41 292 
" sas 7 
5. ne rete ete tenen rete nek | tien Mciie........... 1.213 5,492 
O Region V—South Atlantic ..... 3,494 | 35,177 INE orc essa cia teen oa% 338 2,320 
“ ere Mee slosh. cokes ety bs 51 235 rt Oe err ee 307 2,465 
Marylanc | One 93 e | errr er 568 6,697 
ls District of Columbia § 236 1,548 
jE ee ee eee 514 6,685 Total— United States.......... 23,788 | 230,198 
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College and Private Schools 
That Will Pave Way for 








COLLEGES 


S5% Obsolete 


HE long-standing need for relighting colleges and 

private schools has a better chance of being filled 
during the first post-war years than it has had in 
more than two decades. Wholesalers who study the 
lighting needs of educational institutions and who 
make a determined effort to sell this market will be 
able to move large quantities of lighting equipment. 

Inadequate lighting in colleges was once seemingly 
as traditional as the ivy on the buildings. Only a few 
of the nation’s colleges, particularly the newer metro- 
politan universities, have installed modern lighting 
in classrooms, lecture-halls, libraries, etc. Private 
schools, suffering from acute financial difficulties 
since 1930, have been in no position to consider 
relighting. 

The post-war future, however, is bright for both 
markets. Through the help of the so-called “G.I.” 
Bill, war veterans have an opportunity to get a free 
college education, The number of those who will take 


PRIVATE SCHOOLS 


95h Obsolete 


advantage of that opportunity is expected to be much 
larger than would ordinarily attend college. This sit- 
uation, plus the expected era of good business which 
will enable more parents to finance college educations 
ior their children, seems to point to a “boom” period 
for colleges, and well provisioned financially, these 
institutions will be able to buy lighting. 

Private schools anticipate good years ahead because 
young students will profit by the war-time savings of 
their parents plus a general high level of income which 
will make higher-priced education more popular. 

The wholesaler and the salesman who have a col- 
lege or private school market will do well to consider 
the many varieties of lighting that these institutions 
can use. Besides the obvious classroom lighting there 
is need for: general lighting as well as study lamps in 
dormitories ; yard lighting ; dining room and kitchen 
lighting ; floodlighting for sports’ areas ; special light- 
ing for laboratories, etc. 
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From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 











STATE Colleges wie STATE Coliewes wig 
Region I—New England....... 85 557 WHORE VRID, kaiccccceviecoce 15 1] 
Rati ah an eee es Wi are 9 73 ee 45 39 
Now TIGSDOIRC....0:000660cssee 6 40 South Carolina............... 34 18 
errr Tee 7 29 ee a re 46 35 
Massachusetts..........2..00- 38 189 WN POR bovek bascuwee canes 14 81 
EE On aie sp piaieve 5 23 
PRRs ice cnn xkno wenn 20 203 Region VI—E. S. Central ...... 125 160 
EI eee rere 32 42 
Region Il—-Middle Atlantic .... 171 661 WG oo cecsduaescyenrs 42 50 
RE ER laiesxacd teases 70 374 Gish tbehceeanuead 21 51 
; NE, OE hie ka seas aca menees 26 131 DE os siosese deen eosin 30 17 
PR ine Siac kens aw non 75 56 
hee enti ae Fat WM, 0 Comte... 156 117 
‘ Region III—E. N. Central...... 200 278 PN 55:3:5:5564.0 65 TR Koen’ 23 16 
| REED ea, er rin 50 57 RN ai ah eae lyk acd 19 19 
ELS AOL, SNE 36 33 IE OP OC Cre 32 12 
; a SRR AEE ae erie 55 129 WU a5 kad hein ad aeeawine 82 70 
NE i cols ova ene ewe en 36 35 
f Wiseeneis Sacteiaapaaben blaseie' 23 94 | Region VIII—Mountain ....... 47 98 
APRESS A Eee 8 4 
h Region IV—W. N. Central ..... 217 189 a ce che sinenbantan 6 3 
PMc atacnvasceene eens 28 35 ee eee l 4 
eee koe a as Sign aro elem 65 55 oe eae Ba and 14 14 
4 Ne ES bie a alacted 47 50 ye ee 5 10 
r Masts TIMOR. c+ ccceccccccens 6 13 | EE, Pea ee ee 3 45 
Semen: TUMOURS cscs ccccccces 12 6 HN a een eae ee 9 8 
Ss NE Tore oo Big Cats © wiln pni 19 14 SN Si antec trainin s clears 1 0 
o NE Se 16 
¢ — a4 Region IX—Pacifie........... 115 305 
n Region V—South Atlantic ..... 243 376 I 5 oc sis kos sasasa nex 18 34 
iM A a ee 3 14 a. a nuns oes sae s 15 15 
Maryland. eee CN os Wn cece wseeres,« 2 | 256 
t- District of Columbia 5 50 108 
hele PRESS | 36 | 7 Total—United States.......... 1,359 | 2,741 
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Farms Offer Profit-Making 





To Salesmen Who Ntudy 





FARMS 


GOnk Obsolete 


— much-heralded post-war farm electrification 


program is by no means confined to new wiring 
jobs. Every wholesaler and wholesaler’s salesman 
who serves a rural market should be ready to pro 
mote the much-needed relighting among the country’s 
8,489,242 wired rural homes. Nowhere are there 
more prevalent examples of inadequate lighting than 
in the rural areas, and consequently, no better market 
for the sale of home relighting could be imagined dur- 
ing the post-war years. 

The natural thriftiness of the rural dweller, plus a 
combination of very poor selling on the part of the 
electrical industry and two decades of sub-normal 
agricultural income, resulted in rural lighting in- 
stallations that are notoriously far from adequate for 
the needs of the people. For instance, a recent survey 
showed that 45 percent of the lamp bulbs in a group 


of average farms were of 25-watt size. This is clear 
indication of a situation that can be corrected in post- 
war years through an effective selling campaign by 
the electrical industry. In the forefront of this effort 
should be the electrical wholesaler and his salesman. 

The returns from a carefully prepared post-war re- 
lighting campaign in the rural areas can be very high. 
The country’s rural dwellers as a whole are more 
prosperous than ever before. The farmer has made 
more net income during the war years than has any 
other productive group, and he has put away a higher 
percentage of this profit into savings and war bonds. 
The rural dweller needs better lighting and he will 
be able to afford it—so it is up to the electrical whole- 
saling industry in each territory to put organized 
effort behind a campaign to sell relighting equipment 
to this post-war market. 


Ws /) Go! ..... Fhe Greatest Sales Opportunitie: 1 


70 





WHOLESALER’S SALESMAN — September 1944 














Relighting Business 
Their Npecialized Needs 








From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 





STATE 





Region I—New England ....... 
ics seed cea sie Sik Get. oases 
New Hampshire.............. 
elie g sia inlaid ad 
NR 8 as osc bee ees 
re 


Ns sc a's wa tnaia-avels aers 


r Region I11I—Middle Atlantic 

a ee ee 
| RRREERER Re paneer te 
y ee ee ee 


t Region III—E. N. Central... ... 
a Ohio Oe 


.. Michigan................+++. 
En ae 


Region IV—W. N. Central ..... 
II eich eling. Gani o aoe :eiavn 


a <= @& 7 


Region V—South Atlantic 


d ER eee eee 





ES eee 
District of Columbia.......... 












WI a6 than set oe ose win sdeacs | 


Number of | 
Wired Rural 
Non-Farm Rural Farm 
Ilomes Homes 
TEC mma am Rm 


Number of 
Wired 


442,586 102,649 
86,599 24.892 
45,497 13,088 
32,519 16,424 
120,428 22,839 
17,003 2,310 
140.540 23.096 

1,148,700 317,956 
437,987 150,125 
202,180 31,051 
508,533 136,780 

1,216,052 694,678 
312,391 179,636 
190,362 117,790 
270,423 107,525 
278,143 175,273 
164,733 114,454 

654,246 346,441 
125,973 | 70,315 
135,706 | 100,596 
151,163 53.377 
33.007 13.088 
30,715 15,397 
70,555 42,856 
107,127 50,812 

821,140 316,930 
20,884 5,389 

{109,619 | {26,945 
128,098 | 56,714 


| Number of 
Wired Rural | 








State Non-Farm 
Homes 
ALOT A A 
ere 138,972 
PRON MMIII, 56 00k Soci owen 152,709 
Mets CMMOINIRS 6 ok 00:0 Kinase 0 78,561 
SS Re eee 105,329 
PU Rec ceriece ns orsteee 86,968 
Region VI—E. S. Central ...... 344.355 
RE RP rere 107,364 
aes Sialoicin wing. a Owen eos 96,847 
PN 5 oo sik in se siarerwerieniainns 93,228 
ere 16,916 
Region VII—W. S. Central..... 123.943 
ME ec cthi paw a eae aaxbelesian 52,586 
eS eT e 68,469 
I ois ils nin: sharper 'aracaveunil 75,208 
NR i ois a a.4 coats ernie SS 227,680 
Region VIII—Mountain....... 250,105 
DR oso venicaribvdoaekieans 32,141 
SO EEE NTE 32,862 
0 ES Re ee 14,577 
IN i ac dnote a haan ae 59,204 
I Ne alae 19,106 
RN nasal evavacaie a ote aus 11,832 
errr: aero ae 38,270 
a ea eee eee ae i213 
Region IX—Pacific........... 621,885 
NN a cichw wine warwrewis 140,086 
er ee ee 75,239 
Ce So iieicw ors exerts anaes 106,560 
Total—United States.......... 5.923.012 


Number of 
Wired 
Rural Farm 
Homes 


30,795 
87,252 
35,671 
55,174 
18,990 


169,628 
47,219 
$9, 52¢ 
12,343 
30,538 

194,777 
23.609 
21,556 
35.671 


113,941 


125,232 
16,167 
34,387 

7,442 
27,972 
8,469 
10,265 
17,964 


») 


297.939 
78,270 
51.838 

167,831 


06 


2,566,230 
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LTHOUGH the biggest market for relighting will 


no longer be centered in the large and middle-size 
factories after the war, the industrial relighting mar 
ket should not be neglected in the wholesaler’s post 
war selling plans. Recent estimates show that in spite 
of the war-time lighting program, 80 percent of the 
nation’s factories will still have obsolete lighting in- 
stallations. Even if this estimate were high, the re- 
lighting of these obsolete factories will represent a 
tremendous volume for the wholesaler when the 
country’s 185,000 industrial plants turn to peace- 
time production. 

Many factors will influence the need for better or 
different lighting in factories—demands for low pro- 
duction costs will necessitate plant lighting that pro- 
motes efficient operation; workers, many of them 


Lets Go!.....the 






Industrial Plant Relighting 
As 





rofitable Market 





FACTORIES 


SO% Obsolete 


returning from large war factories, will demand bet- 
ter lighting than was available in most pre-war 
buildings; much of the shop lighting has suffered 
from war-time use and abuse and will need replace- 
ment. 

For the wholesaler’s salesman, the selling of fac- 
tory relighting will mean much leg work. The spread 
of the post-war market among a large number of 
small and medium-sized industrial plants will mean 
a smaller number of lighting units per sale and a 
larger number of sales per man. Selling these rela 
tively smaller factories will require more help and 
advice for the purchaser for these smaller plants 
usually do not have on their staffs men with the 
specialized knowledge to lay out the proper lighting 
arrangement. 
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or the Wholesaler’s Salesman 


xpected to Continue 





From These State Figures You Can Gauge the Volume Of 
Lighting-Sales Opportunities in Your Territory TODAY 

















1 A EY Factories pin ital Factories 
Ase 1939 STATE 1939 
Region I—New England ................ 16,135 I a's 4.5.5 ores tala a fae nen nsine ms 1,130 
NN a oa oatucnie ccs o's Sn wusla clare neieiinees 1,210 PEN os Shas eww ere vas aie bcaielon 3,223 
ee NINN ye $e. 5.5. 016.8 claws ede <iccotls 806 EE IIE. 65-5 ACeU Ae Secale es ouladaawran 1,331 
ESS Se ere Peer ie eee 717 Res 25 a ca biafndlnindeatuse e's smmemamuned 3,150 
pS ESS EID, Ue En err ee 9,006 WU sok ea snes o Ooo deems pe tsleewenieatn 2,083 
EPA OCCT Ee PTC ee 1,460 F BO SEP 30 ati 
RE Ce CET OO ee eee 2,936 Region VI—E. S. Central............-++-- 7,279 
MN oi cine tcie a wdorbearecnds wae cwtees 1,640 
Region Il—Middle Atlantic .............. 56,300 IG 6x00 cindsbdesaceeesensecnansl 2,289 
DN OME ¢ Sesiebwdeb oe cekseadins odaceamen 34,514 pS EE CTT PE ee 2,052 
SN i gis tia thes rh ws aula esate wal ateiee 7,984 Ng 5406 cdesedecesccdwtnshinssnys 1,298 
ELC Te ET ee ee 3,802 
ncaa _— ee 10.021 
Region III—E. N. Central ............... 40,419 EN oa. cirermigad ainia aiA@ bee 4 hee 1,178 
EN arn sui acid shins oar. 8 6 wien RRR we 10,070 5: 5 serait a larapein a Suan oes sletele wee 1,861 
I i ck dra tas n'a qrin o'ar ave ac bo ieee 4,338 I cocina ncaa nAvscade cvlaeaacwreneen 1,606 
em EARLS EES ee ee ee eee re ee 12,980 I os wile Wisiaja ater aes kOe rei wiate 376 
Wiseonsinsscsccsccclecseliiit,  gaag | Region Vitt—Moumtain. ......0.0..2205, i011 
: ES: ee ee eer 585 
Region IV—W. N. Central............... 14,947 ee ool aa hier oleae Aina 549 
GG Sts neteurs WebRbad idee sencesne's 4,008 ,. MPPPPerrrrrrrerrritr rrr rere 309 
ON ee er See. nine 2,670 EE rats i oS nan acts Samtraieignalate 1,298 
a 5 ee ee eres Se Poem 4,796 POD. ci0.s- 200d xen acreenees aseene cies 272 
ais. 5.425 ais accep Mattias onl al oa 351 I 7a. ss ciycu shaaia sik w eras Wescesie eine aes 332 
ee i or eT eee 468 IE, 6a oc. ieg Home cu aeEN aoe eRe eee 260 
SE ee en eee 1,160 IN ns. i cialcided bichatwae Sil h kslet@annee 106 
MER Pasina sins dg ayo uakee vas eeu eae ate “a 
name Bs Mi os. civanssscccs nes 17,816 
Region V—South Atlantic ............... 17.31 rao cb cle dk Sulacseee adeaaings 3,239 
tiie steep nedeeehsen sbeasinkdas 429 ea ans. as Nala arora lark sockets 2,248 
pS RES one en Te 2,893 ries aise Wa) 6 We oi RRS BERS OE 12,329 
ee ge ere eret tr rere 497 
IS tae 4. ai cn a'p isha biniataleiiie. nine ablations’: 2,580 ee. ee ee 184,244 
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Years of Relighting Nales and 
For Wholesalers Who 


Knowing how much lighting a customer should buy will 






be important in selling relighting post-war. Study store 


sales volume, areas to be lighted, best units for each 


job to make intelligent estimate of a customer’s needs 





IM OST three years have 


gone by since the challenge 


ot war forced a majority of 
the members of the lighting frater- 
nity to concentrate upon plant re 
lighting problems. In those years, 
virtually all of their time was con 
centrated and also all of the light- 
ing materials available were diverted 
to provide better light for war work- 
ers. They have, therefore, had few 
opportunities to keep commercial 
lighting customers informed, keep 
them abreast of new developments 
in lighting equipment and lighting 
techniques. 

Some day soon, they'll all be call 
ing on commercial customers again, 
trying to help them prepare sound 
plans for post-war lighting. When 
that day comes, and salesmen start 
to compile a prospect list, there are 
a number of things that they will 
need to know. Since war began, the 
science of lighting has changed. New 
lamps, new types of fixtures, new 
combinations of light sources have 
been developed. Since August 15, 
Government has encouraged smaller 
manufacturers to prepare for post- 
war and has allowed them to per 
fect, produce and show sample prod- 


And, 


been 


wholesalers’ men 
almost 


ucts. while 


have busy, 
night, supplying 
plants, 


day and 
lighting for war 
their commercial 
customers undoubtedly have been 


some ¢ yf 


forming ideas of their own, plan- 
ning the kind of relighting they think 


* Chairman, Lighting Equipment Promo 
The I lectri 
Park, 


General 


Cleveland 


Committee, 
Company, Nela 


lion 











they will install after the war. 
There is ample evidence that the 
commercial lighting market will 
reach new highs, post-war. There 
are plenty of statistics to picture the 
national market. Carefully-made and 
carefully-weighed surveys show that 
retailers, up and down all the main 
streets in America, are fascinated by 
the possibilities of lighting. 
Cross-section samples indicate that 
84 percent of the nation’s depart- 
ment stores will be relighted after 
the war. As soon as they can get 
materials and labor, department 
store owners and operators plan 
modernizing that will include re- 
reconstruction and re- 
habilitation. Of the 84 percent who 


new 


furnishing, 


i 


the salesman. 





plan to relight, it is worthy of note 
that 90 percent indicate a marked 
preference for fluorescent. 

Food and drug retailers, depart 
ment, apparel, hardware and furm 
ture merchandisers, all the way 
across the country, say that they 
want, need and will buy new lighting 
when peace returns. Surveys show 
that department stores nationally, 
have budgeted a billion dollars for 
remodeling and relighting. In the 
chain store market, studies show a 
back-log of five hundred million dol 
lars to be expended in the twelve 
months immediately following the 
release of materials. 

There is little doubt that retail 
relighting, postwar, will reach tre 


















mer ein 


Solar Light Co. Photo 
The proper arrangement for each office relighting job will be a challenge to 


To do efficient planning work after the war he will need 
to know when continuous rows of flush-mounted fixtures best serve the partic- 
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Profits Lie Ahead 
Analyze Customer's Needs 


by E.R. Stryker# 





mendous national totals. But, what 
do national totals mean to any indi- 
vidual salesman? How can a whole- 
saler’s salesman determine the scope 
of his own market, decide where he 
should go first, estimate how much 
lighting he can safely recommend to 
his commercial customers? What 
everyone wants to see is his own 
potential in his own market. What 
the wholesaler’s salesman wants is 
an intelligent estimate of his own 
territory, some kind of a statistical 
story that will give him an intimate 
understanding of his own commer- 
cial lighting potential. And, above 
all, he needs some kind of a yard- 
stick that he can apply to the relight- 
ing of individual stores. 


The problem of lighting a drug 
store may be quite different from 
that represented by lighting a me- 
dium department store. The basic 
requirements may be exactly the 
same; both retailers want to attract 
more customers, make more sales 
more easily, reduce the amount of 
returned merchandise. One thing is 
certain, nonetheless, there is bound 
to be a difference in the amount of 
money available for relighting the 
two stores. So, the wholesaler’s 
salesman needs to establish a method 
of rating the types of stores in his 
territory. Only then can he put first 
things first and make certain that 
prospects are covered in the order 
of their importance. 


a 


Mitchell Photc 


ular office, as in the accounting department, above, left, or when a less- 


crowded, general office is adequately lighted by stem-suspended four-lamp 
fixtures as in the installation above, right. 
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Everyone in the lighting business 
knows that better light can help to 
attract more money from more shop- 
pers. Hundreds of retailers who had 
modernized their lighting, prewar, 
are daily attesting that fact and hun- 
dreds of other merchants are willing 
to accept it. Current estimates as- 
sure us that commercial customers 
are simply panting with anticipation, 
are scarcely able to wait until fix- 
ture manufacturers can complete 
their first post-war fluorescent fix- 
tures. 

Post-war selling may be very sim- 
ple, but, if the retailer gets the kind 
of relighting he can live with, the 
kind that gives him the light he 
needs, there is a lot of selling to be 
done. At some point in every pre- 
sentation of retail relighting, whether 
the store be large or small, lighting 
field men will have to answer some 
sharp critical questions. 

Of these the most important one 
is: “How much can a merchant af 
ford to invest in better lighting *” 
If he owns the building he occupies, 
if he is remodeling or rebuilding, 
what percentage of construction 
costs should be budgeted for wiring, 
fixtures, lamps and labor for expert 
installation? If he rents, what per- 
centage of his sales may properly be 
allocated for tenant changes ? 

Most of us are familiar with the 
rule-of thumb formulas that 
trical contractors used for 
years. We have come to accept the 
fact that we must split every lighting 
budget, allow half for labor and half 
for wiring, fixturing and lamps. Pre 


elec- 
have 


war contractors allowed a minimum 
of four percent of building costs for 


75 





electrical work. They varied their 
percentages for individual buildings, 
figuring as much as 10 to 12 per; 
cent for a modern theater, 6 to 8 per 
cent for a department store or bank. 
In the new commercial market, 
since the advent of fluorescent, the 
minimum figure has been set at five 
percent of building costs. 

Thus, if your commercial lighting 
prospect is building or remodeling 
a store valued at $45,000.00, you 
can recommend $2,250.00 


safely 
worth of lighting equipment as an 
original investment. For operators 
who rent the buildings they occupy, 
tenant changes are sound economy 
on the basis of five percent of gross 
sales. If total 


$23,500.00, recommend, 


annual sales 


you 


his 


can 


and he afford, lighting changes that 
amount to $1,175.00. 

To localize national figures,’ to 
apply them directly to the stores in 
market, the 
salesman needs only 


wholesaler’s 
three simple 
sets of statistics. The first figure he 
needs is the number of stores in his 
town or territory. The second in- 
cicator he needs is an analysis of 
average sales-volume for each type 
of business represented in his mar- 
ket-area. Then, to complete his yard- 
stick, he should have an adequate 
indication of the amount of relight- 


his own 


ing that he can recommend to each 
type of operator. 
Where can he get safe figures? How, 


store-owner or 


without access to a prospect’s pri- 
vate files, can he establish an ade- 





KIND OF STORE 
Hardware 
Tool dept. 
Appliance dept. 
Paint dept. 
Kitchen Ware dept. 
Shoe 
Apporel 
Jewelry 
Traffic increase 
Profits up 
Meat Market 
Hardware 
Liquor 
Variety 
Jewelry 
Traffic increase 
Sales up 


Hat Dept. (clothing store) 
Dress and corset dept. 
(dept. store) 

Clothier 


Sales up 
Selling time cut 
Clothier 
Drug 


KIND OF STORE 


Food Markets 
Department Stores 
Women’s Ready to Wear 
New Car Dealers 
Hardware 

Furniture 

Drug 


$ 19,935 
975,699 
39,097 
136,229 
21,590 
48,897 
26,985 





How Relighting Increases Retail Sales 


AREA RELIGHTED 
Complete 


Show windows, sales area 
Counters and display cases 
Complete 


Displays 

General illumination 
Complete 

Windows and general 


Windows, fountain and sales area 
Complete 


Complete 
Front and interior 
Complete 


Complete 
One dept. 
Two depts. 


Complete 
Main fioor 
Windows 
Store Relighting Builds Volume for Wholesalers 


AVERAGE 
SALES VOLUME BUDGET 


12% 
20% 
32% 
15% 


—— 


LIGHTING NUMBER 
OF STORES 
$ 996.00 27 
48,784.00 6 
1,954.00 11 
6,811.00 5 
1,079.00 19 
2,445.00 7 
1,349.00 12 


RELIGHTING 

TOTALS 

$ 26,892 
292,704 
21,494 
34,055 
20,501 
17,115 
16,188 








quate relighting budget ? 

Perhaps the best method of ap- 
praising markets is the study and 
application of averages. Every gro- 
cer in the United States reports his 
sales each year, as do the operators 
of drug and department stores, new 
car dealers, hardware merchants, 
furniture and drug dealers. Averages 
are available, therefore, to show the 
volume of business done by all 
principal types of retailer, annual 
sales figures that give salesmen a 
very specific idea of the difference 
between and the relative importance 
of each kind of store as a post-war 
relighting prospect. These averages 
give each something to 
shoot at, provide a sound basis on 
which he can approach each type of 
merchant in his territory. Let’s look 
at some typical classifications. (See 
accompanying Chart. ) 

Now, let’s the 
step further. Let’s take a town typ- 
ical of any state, a small city with 
about 100 stores. Then, let’s study 
some representative businesses, 87 
of them, and see what kind of a 
volume that relighting the 
principal outlets could build for the 
wholesaler and the salesman who 
covers the territory. To keep our 
study simple, we have selected only 
the larger prospect-groups. The 
formula applies with equal force to 
Jewelry, Shoe Stores, Building Ma- 
terial and other retailers. 
companying Chart. ) 


salesman 


carry st ry one 


sales 


(See ac- 


No salesman ever expects to sell 
all his prospects, even though he 
could see most of them every day, 
but, as these figures demonstrate, 
the relighting market can offer great 
opportunity. And, if that relighting 
pays new prospects in the same ratio 
that other merchants have profited, 
they'll profit too. 

Fortunately for the rest of us, 
there are figure-minded men in 
every line of business, careful buy 
ers who measure what they buy. So, 
there is a lot of proof that prewar 
relighting PAID! Here’s enough 
proof-data to give any wholesaler’s 
salesman an idea of what he can say 
to his commercial customers, indi- 
cate sales gains that can be attained 
when better selling-light has been in- 
stalled in stores. (See Chart.) 

Just as relighting industry for 
war-production helped to accelerate 
manufacturing processes, reduce 
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Closely-spaced four-lamp fixtures give this super-market vege- 
table counter the high-level lighting that attracts attention and 
which shows off the color and quality of the produce. 


The lighting of another clothing store, received different treat- 
ment above, right. The large floor area was given evenly-spaced 
enclosed fluorescent fixtures. Scattered displays, racks and show- 


cases received localized light. 


Store lighting offers a profitable post-war market, but the sales- 
man must prepare to be guide, counselor and engineer. The 
men’s clothing store, above, long and narrow in shape, was well- 
suited to this continuous row arrangement. 


waste and errors and make seeing- 
tasks war workers, so 
better lighting can help retailers at- 
tain greater sales volumes, reduce 
returned merchandise, attract more 
customers. The study from which 
these almost-incredible percentages 
of increase were taken was made by 
mail and checked by personal calls 
by members of an organization in- 
timately associated with the General 
Electric Company. Individual re- 
ports, certified by store operators, 
documents each of the percentages 
tabulated. Names and addresses are 


easier for 


GE Photo 


the mirrors. 
available upon request. 

In store after store, as indicated 
by the results from war-time studies 
of installations made just before the 
war, higher lighting intensities help 
to attain higher sales and _ profit 
totals. The twenty case histories re- 
corded here, showing gains in sales 
volume that average more than 25 
percent, are fairly typical. Cut them 
in half, and the wholesaler’s sales- 
man still can show his commercial 
customers that planned store light- 
ing PAYS! 


The formula is simple, the figures 
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Confronting the salesman here were dark-colored walls, 
ceiling and wood-work. He used a continuous row of fluor- 
escents in troffers, supplemented by localized lighting above 


easy to apply. By three 
factors, the salesman can bracket his 
market, evolve a story to fit each 
type of prospect. Starting a planned 
program at the street, recommend- 
ing sign lighting, then modernizing 
the store front, next lighting show 
windows, providing plans for gen- 
eral interior illumination, followed 
by the high-lighting of islands, coun 
ters and display cases can carry the 
wholesaler’s salesman and many of 
his commercial customers through 
five years of relighting progress and 
profit. 


the use of 






























Nalesmen Gan Succeed in 





By Nhowing How It 


Understanding lighting installation from the standpoint of the user is key 


to the engineering of more profitable, reputation-building, lighting sales. 


Intensive study and cultivation of local territory essential to success 





HEN the burst of the Florida 

bubble sent me north to find 

a way to make a living, | got a 
job with one of the large publishers 
of trade papers selling space in New 
York City. My field was used ma- 
chinery and my beat was Center 
Street, north of the old police head- 
quarters, where most of my pros- 
pects were located. I remember well 
going from shop to shop and step- 
ping from the brilliant summer sun- 
shine into the greasy dinginess of 
these highly specialized places of 
business. The stock in trade was, of 
course, covered with grease to keep 
it from rusting. Somehow this pro- 


tective coat managed to escape from 
the machinery and reappear as a 
grimy coating on the front windows 
as well as on the few small light 
that 


bulbs were customarily 


Sus- 


ee 


et, 
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The Miller C 


78 


-.—F 
Two types of fluorescent fixtures are used in these high school 


classrooms to provide modern lighting for young eyes. Above, 
left, suspension fixtures 10 feet above the floor, 4 feet below 


a ; 


By Don G. Mitchell* 


pended near the ceiling of the shop. 

At the slam of the front door the 
proprietor would come out of the 
dark and cavernous rear regions to 
find out what I wanted. They were 
funny little fellows, usually pretty 
nearly as greasy as the machines 
they handled. The answer to my 
sales solicitation was pretty nearly 
uniform—business was lousy, no- 
hody wanted what they were selling 
and they distinctly and emphatically 
didn’t want what I was selling. That 
| was able to make enough commis- 
sion to live on is, I am afraid, largely 
attributable to the persistency and 
optimisim of youth. Certainly they 
were sorry spectacles as merchants. 


— sasieo 
Be 
ee 


Curtis Lighting, Inc. 





the ceiling provides 22 footcandles. Above right, a schoolroom 
24 by 36 feet, with 102 foot ceiling, uses sections of four- 
lamp fixtures flush-mounted to get a 30 footcandle level. 
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that their sales 
weren't better. Even used machinery 
is difficult to sell to a customer who 
can't see it. As I look back on it, 
now, | think I would have done 
much better for myself if I had been 
selling them better lighting instead 
of advertising. | am certain that an 
improvement in the light would have 
done a whole lot more for the dealer. 

Some years later | had the oppor- 
tunity to test in a series of retail 
outlets some of the theories about 
retail merchandising that I had built 
up in my mind over a period of time. 
| remember in particular a number 
of old-time hardware and paint 
stores in which we were running ex- 
perimental sales on a paint product. 

The first thing we did was to get 
each dealer to remove from the 
doorway the assortment of rakes, 


wonder 


Little 
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Nelling Relishting 


Makes Money for the Buyer 








Comparing this store with the many hundreds of in- 
adequately-lighted stores that may be seen every eve- 
ning should encourage any salesman who is consider- 
ing the possibilities in post-war relighting. To compete 
with stores like this other retailers will have to con- 
sider modernizing their entire lighting arrangement. 


-hovels, hose reels and ash cans so 
that the customer could get into the 
store without too much of a struggle. 
The second step was to take those 
little 25 watt bulbs out of the fix- 
tures and put in some good solid 150 
watters. By this time we had accom- 
plished the most important step in 
making successful retailing possible. 
We made the product accessible. 
There was no longer any obstacle 
in the way of the customer’s getting 


to the product, either physically o1 


and of the two the latter 

was probably the most important. 
We will soon be entering a period 

f transition from war-time selling 


Visually 





*Vice-president in Charge of Sales 
Yylvania Electric Products, In 


to peace-time selling. Selling in the 
post-war period will not be like pre- 
war selling. Salesmen will have to 
develop a new, scientific approach 
many will have to learn all over 
again how to sell. They will have to 
know their products better than ever 
Lefore. They will have to become ex- 
pert in the art of interpreting prod 
ucts and applying them as a part of 
service. They will have to learn how 
to apply each product to each cus- 
tomer’s particular need. Only this 
complete sort of selling will meet the 
requirements of post-war business 
men-—a new and more intensively 
competitive requirement to keep 
more goods moving, to endeavor to 
sell all the goods America can pro- 
duce: 


September 1944 — WHOLESALER’S SALESMAN 


Curtis Lignting, In 


106 fluorescent units are used in an area of 80 by 
75 feet. Most of the fixtures were flush-mounted in 
continuous rows on a 14-foot ceiling. Twenty were 
recessed for the canopy and over the food counters. 
Single fixtures were used in the curved window front 
and incandescent spots supplement in the canopy. 


To do this we will have to sell our 
products not in terms of what we, 
as manufacturers think of them, but 
purely from the standpoint of the 
selfish interest of the purchaser. The 
hardware man was not interested 1n 
more light per se. He could find his 
way around his store without any 
trouble at all but, unfortunately, his 
customers couldn’t. The better light 
to him was simply something that 
would make his cash register ring 
much more frequently and with a 
merrier note. 

Today we are producing more 
goods than ever before—a_ lion's 
share of which are products for war. 
During the transition to peace this 
great productive capacity will be 


transformed to produce products for 


79 








peace. To consume them more goods 
will have to be sold than were sold 
in 1940 or in the boom year of 1929. 
lo accomplish this new, high-level 
consumption all salesmen will have 
to do a better, complete, scientific 
selling job. 

or many it will be a new type of 
selling, knowing 
more about the product and how to 
put it to use for the customer. Post- 
war selling will constitute a great 
challenge, and alert salesmen will 
he ready for this unparalleled oppor- 
tunity to help preserve the economic 
strength, the prosperity and freedom 
of America by better selling meth- 


ods. 


selling service by 


Lighting will play an important 
part in the transition to peace and in 
the new, “normal” business to come. 
Lighting will be increasingly impor- 
tant in the peacetime just as it has 
been increasingly important in war 
production. In industry, modern 
lighting is now recognized as a vital 
factor in increasing production. 
When people are in well-lighted 
areas they work better. Unconscious 
psychological and physiological re- 
actions make them work faster with 
less effort and produce more with 
less fatigue. 

In commercial establishments, too, 
beneficial human _ reactions 
be recognized. Tomorrow’s 
lighting installations will be designed 
to increase retail sales and the effi- 
ciency of commercial workers. Thus, 


those 
must 


better lighting will become a recog- 
nized means to increase the distribu- 
tion of goods. It will be recognized 
as a force that sells, a force that in- 
creases the efficiency of all types of 
workers. 

No the salesman 
merely sell lamps and fixtures. He 
will sell the productive service that 
good lighting can render to indus- 
try, to retailers, to wholesalers, to 
service establishments, to all light- 
ing applications. He will realize that 
better lighting is a matter of selfish 
interest to the buyer—a productive 
tool for industry—a sales tool for 
the retailer. 

Because of 


longer will 


the tremendous ad- 


vances in the art of lighting, particu- 
larly within the last few years, many 
salesmen will wisely select better 
lighting as their selling specialty. Al- 
most every office, factory, store and 
shop is a prospect looking to the 
salesman for facts on the benefits of 





80 





The Miller Co. 


The large post-war market for relighting business offices presents the whole- 
saler with the opportunity of engineering the lighting arrangement to suit 
each location. The bank office, above, gets 51 footcandles of soft light from 
this arrangement of troffers with rows on 3-foot centers in a 10'/2-ceiling. 


new, improved lighting in the post- 
war period. 

The big backlog demand for light- 
ing equipment includes more than 
just taking orders for replacement 
and spare lamps. In many instances 
it is a competitive, exacting demand 
for complete, new, engineered light- 
ing systems. Every better lighting 
job sales-engineered by the alert 
salesman will serve as a good sam- 
ple to create increased sales oppor- 
tunities within his territory. 

The unprecedented demand will 
run all the way from the small re- 
tailer requiring a few lamps and fix- 
tures to large installations in office 
buildings, industrial plants and large 
department stores where thousands 
of dollars will be invested in the pro- 
ductive value of modern lighting. 
The demand will be met by the new 
type of progressive lighting sales- 
man. He will know lighting mer- 
chandise. He will know how to apply 
it to fit each customer’s particular 
need. He will carefully 
thought out plan efficiently to engi- 
neer sales to all types of lighting 
prospects in his territory. 


have a 


The progressive lighting salesman 
will not put off getting the necessary 
product and engineering facts. He 
will start now. There are two places 
he will look for lighting facts. First 
he will look to the leading manufac- 
turers of lighting equipment for 
product facts and knowledge about 
the practical application of light. He 
will learn how to apply these -facts 
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expertly to solve different lighting 
problems and to sell equipment that 
will produce effective modern light- 
ing. 

Secondly he will look to his terri- 
tory to determine the total number 
of his lighting prospects. He will 
break down the total into different 
classifications and according to size, 
type and degree of interest. This in- 
formation will define his share of 
tomorrow’s lighting market. 

He will work out a plan to engi- 
neer sales of better lighting to each 
different classification of customer or 
prospect. In doing this he will take 
into consideration that large depart- 
ment stores, for example, may have 
a lighting engineer, a display man- 
ager and a merchandise manager, all 
of whom will require a different sort 
of sales-presentation from that which 
will most effectively sell the small 
retailer. 

In the case of the large depart- 
ment store, the salesman would act 
as a consultant; in the case of the 
small retailer, he will probably have 
to inspire and engineer the whole 
Differing from both the 
large department store and the small 
retailer is the industrial customer 
with an engineer, a plant mainte 
nance man and a promotion man to 
influence the selection and purchase 
of better lighting. 

Color will be an important con- 
sideration in many installations par- 
ticularly in beauty shops and retail 
stores. With customers and _ pros- 


pre ject 





The high-ceiling office above has two-lamp exposed troffers 
mounted continuously below the exposed girders, providing 
38 footcandles when the fixtures were equipped with soft-white 
lamps and 53 footcandles when 3500-degree white lamps are 


this sort, care must be 
taken to recommend lamps that will 
improve rather than reduce the nat- 
ural color appeal. 

In general the lighting salesman 
will find that all lighting 
ments fall into three basic 
general lighting, 


pects of 


require- 
groups: 
general 
supplementary 


localized 
lighting and 


lighting. 


local 


An example of general lighting 
application is the overall area of a 
store or office or factory. Localized 
general lighting is needed where 
more light is required in a part of 
the area and supplementary local 
lighting includes the special needs of 
show cases, individual displays or 
highting for individual production 
equipment. In the retail field the ap- 
plications of localized general light- 
ing and supplementary or local light- 
ing are quite frequent and require 
individualized study. 

While there three general 
types of lamps now available, fluo- 
rescent lighting undoubtedly gives 
the lighting salesman the most prom- 


are 


ising means of promoting, engineer- 
ng and selling better lighting in the 
najoritvy of commercial and indus- 
trial applications. 

Fluorescent lighting provides low 
rightness over a relatively large 
rea and therefore has done much 
9 reduce the problem of glare and 
hadows. It also offers the advantage 
f using less current for a given 
ghting value, permitting the pro- 
uction of more useful light without 


Day-Brite Lighting, Inc. 


overloading existing wiring or ne- 
with heavier 
conductors. ‘Cooler’ or 


cessitating re-wiring 
“warmer” 
colors of light, frequently an advan- 
tage in certain types of lighting ap- 
plications, are available with fluo- 
with negligible loss 
of lighting efficiency. 

Although the initial cost of fluo- 
rescent lamps and fixtures is slightly 
higher than comparable incandescent 
equipment, fluorescent lamp __ life 
averages two and one-half times 
longer. Long life and a possible sav- 
ing of fifty percent in current con- 
sumed for a given amount of useful 
light make the application of fluo- 
rescent lighting both efficient and 
economical. “Daylight” lamps, des- 
ignated at 6500° K, were sold in 
fairly large quantities before the war 
because of their novel “cool” light- 
ing effect. But the majority of fluo- 
rescents now in use are of the 3500 
white type which is best for most 
applications. 

Salesmen selling improved light- 
ing to small shopkeepers may well 
bear in mind that you 
pretty close to renovating a shop by 
relighting and repainting. Many old 
stores have been given a strikingly 
new and attractive appearance sim- 
ply by refinishing walls, ceiling and 
store fixtures in lighter, more effec- 
tive color combinations and by im- 
proving the general lighting treat- 
ment. Dark walls and dark fixtures 
soak up light and require a higher 
level of illumination than those fin- 


rescent lamps 


can come 
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used in the installation. Higher mounting had to be avoided 
because of the possibility of shadows from the girder construc- 
tion. Another style of office, above, right, was best lighted 
with this arrangement of suspended fixtures evenly spaced. 


ished in lighter shades. 
The newer fluorescent light col- 


ors should also be considered from 
the standpoint of their effect on mer- 
chandise displayed. Those emitting 


a relatively large amount of blue 
light should not be installed wher« 
fresh meats are displayed. They de 
tract from the natural color appeal 
of meat while the use of “soft white” 
lamps will have the opposite effect 
Fluorescent lamps emitting colors 
complementary to wall colors can be 
used to enhance the appearance of 
another ex 
ample of using proper light color i1 
the proper surroundings in order to 
promote increased sales and good 
will. 


beauty shop patrons 


By the same token that salesmen 
will have to develop and apply a new 
concept of selling lighting, so will 
the manufacturers of lighting equip 
ment have to develop and apply new 
scientific knowledge and render it in 
many new and improved lighting 
products. These products of the fu 
ture will greatly increase the oppor 
tunities for all salesmen who make 
themselves true lighting specialists 

specialists in the sense that the 
know lighting from the standpoint of 
the user of the light. No amount of 
knowledge of fixtures and foot can 
will do. You must know the 
other fellows problems. When you 
know these problems you will be 


dles 


able to do a higger, better, more 
profitable job of selling lighting 
the period ahead. 





Nalesmanship, Planning and 
li Wholesalers Want 


Promoting wider use of light, selling higher levels of 
illumination and training in selling the right kind of 
light will be necessary for salesman and wholesaler 
who want the profits available in post-war relighting 


. 





CURIOUS thing has happened 
in the post-war planning cycle. 
\ short time ago estimates of 
post-war prosperity and business op 
portunities were climbing skyward 
P-38 taking off for attack. 
i<veryone was piling figures upon 


like a 


hgures until Joe Commonman got 
the idea that in the great tomorrow 
need King-size 
fountain pens to write up their or 


salesmen would 


ders, and extra pockets in their suits 
to hold them 
Phen an began 


ominous shadow 


to cloud the bright picture. Some 


lolks began taking the other side. 
Perhaps things would not be so good 

consider the tremendous war sur- 
pluses, the enormous debt, high tax- 
es, and don’t forget the election. 
The net result today is confusion 
and bewilderment. Just what can we 
expect from tomorrow? | don’t pre- 
tend to have the answer to this tre- 
mendous problem. But fortunately) 
we have been doing some planning 
and figuring as it concerns our own 
business. We feel that the facts and 


Westinghouse Lamp Div 


Banks of fluorescent tubes in this men’s haberdashery direct most of the light 


to the selling area—counters, showcases and shelves. 


Intense light of the 


proper quality is needed to show colors in their true shade. 


which we have 
to guide our 


reasonable 


statistics 
lated 
sound, 


accumu 
thinking are 
and sufficiently 
accurate to use as a basis for our 
own post-war planning. I am happy 
to give them to you for what you 
may think they are worth. 

First, let’s take a look at today’s 
lighting market. 1944 is, of course, 
a distorted picture, but taking 1939 
as a normal year, we find that more 
than 250 million dollars was spent 
for light sources; industrial, 
mercial and residential fixtures, por 
table lamps and miscellaneous light 


com) 


ing equipment. The detailed break 
down is: 


Light Sources ( Incandescent, 
luorescent and Mercury 


Lamps )—$90 million 


Vapor 
36 percent of 
market. 

Commercial Lighting I ixtures 
(Stores, Offices, Drafting Rooms ) 
$55 million—22 percent of market 

Industrial Lighting F'ixtures—$10 
million—4 percent of market. 
lixtures 
11 percent of market 


Residential 
$28 million 
Portable 
23 percent of market. 


Lighting 


Lamps—$5/7_ million 

Miscellaneous 
ment—$10 
market. 


Lighting 
million—4 


Equip 
percent Ol 


During the war years, there was a 
radical change in the make-up of the 
market. Miscellaneous lighting 
equipment which includes airplane, 
Hoodlights, railroad, automobile and 
special wartime lighting took the 
lead by a big margin. Industrial 
lighting equipment doubled in vol 
ume; commercial, residential light 
ing equipment and portables wer 
off and light sources increased som 
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romotion Needed 
aximum of Lighting Business 


By W. J. Massey* 








The exacting wood-work in this pattern 


¥ shop, left, required general lighting of 
. high intensity, obtained from closely- ‘ 
‘ spaced industrial-type fixtures. 
u 
A new method of mounting these four- 
2 lamp units, at 45 dgrees to the drafting 
boards, was reported as successful in this 
. : 
C installation where 50 footcandles are 
maintained at the working level. 
™ 
nit 
a 
' The following is the 1944 picture: 
Light Sources (Incandescent, 
lluorescent and Mercury Vapor 
Lamps )—$150 muillion—44 percent 
it, . 
‘ of market. 
Ol . . . . * 
of Commercial Lighting I ixtures 
(Stores, Offices, Drafting Rooms ) 
$17 million—5 percent of market. 
Industrial Lighting Fixtures 
et including Ballasts, Starters, Sock 
10 ets) —$20 million—5.8 pereent of 
market. 
Residential Lighting Fixtures 
$18 million—5.2 percent of market. 
el oe aaa 
Portable Lamps—$35 million—10 
) . 
percent of market. 
Miscellaneous—$105 million—30 
Ip : 
| percent of market. 
oO! 
Now, what’s ahead for postwar ? EW. Wakefield Brass Cc 
\ll of the facts and figures which 
isa ° . 
f we have been able to gather indicate 1 25 a 
;' : , rong ake salesmans : rely cz 11 25 percent « ‘min 
“ that there is good business ahead for going to take salesmanship, | plan surely can s¢ + ews Pb. en 
ig eh , . : , advertising ; re years < at’s $2 illion an 
the lighting industrv. Excluding a ogy. a keg to nen! irs ot phe 7m i , 
c . ‘ ee ae ] : - > done. nually or $ million tor the five 
uli from our calculations all figufes in @° ME JO, ut it can be done — * 
-_ +] . Here is the way our figures stack year period. Many people are prone 
i he miscellaneous group, we predict ; me te: : 
sot ; .£ up: to discount the industrial market on 
.s that the sales of light sources and er 
rk light; F ix 0 : the basis that civilian demands will 
ru re > > - - - . . . i ° 
vO ghting equipment in the first none The Market for Industrial Fixtures not require the full plant capacity 
ght post-war years can exceed the fou There are 185,000 industrial provided by war industry and, there 
a a4 : a 2 : a : ‘ ; ae : 
vel ears, 1941 1944, by 30 percent. ut plants in the United States. We esti- fore, there will be a huge surplus of 
Te e also predict that this anticipated ate that only 20 percent of them plants which will not require light 
Pa crease will not be realized if the have modern lighting and _ that ing equipment. However, we feel 
fol dustry sits back and waits for bus- leaves 150,000 prospects. If the in- that there is no reason to be pessi 





ness to be dumped in its lap. It is 
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dustry does any kind of a job we 















mistic about the industrial lighting 


$3 









market. It will be below its wartime 
peak but it can be made to pick up 
and represent a sizable volume. 


The war has given lighting a 
chance to prove its effectiveness to 
industry. In order to meet post-war 


competition, manufacturers will have 
to have plants that are modern in 
every sense of the word. This means 
that they must have the types of 
up-to-date lighting which provide 
the quality and quantity of light nec- 
essary for speedy, accurate produc- 
tion. 


The Market for Commercial Fixtures 

We believe that in the post-war 
period the commercial field will be 
the Number One market. It will be 
predominantly fluorescent. We think 
in the first five post-war years, the 
lighting industry can figure on a 150 
nullion dollar commercial lighting 
equipment business. This figure is 
lhased on these facts: 

There are 4,500,000 stores, banks, 
restaurants, schools, hotels and of- 
fices in the United States. Some of 
these establishments may be only a 
single room with one or two outlets, 
but many will average 25 to 30 out- 
lets. Ninety percent of the equip- 
ment in these places is obsolete. Dur- 
ing the past two years, nothing has 
been done to bring this lighting up 
to modern standards or to capitalize 
on the existing desire for more light 
and for the modern applications of 
light. To us, it is not unreasonable 
to anticipate that in the next five 


— 


years 30 percent of this market can 
be sold. If this is true, then the 150 
million dollar figure is not out of 
line. 

This estimate, however, is based 
on merely replacing existing fixtures 
with new fixtures of about the same 
The influence of fluorescent 
will, however, change this picture. 
l‘luorescent fixtures will probably 


cost. 


cost from 3 to 4 times as much as the 
old incandescent fixtures. If, there- 
fore, only one-third of the new com- 
mercial lighting is fluorescent, this 
150 million dollar estimate jumps to 
360 million dollars for the first five 
post-war years. 

The future of the residential light- 
ing market is tied up with new home 
construction and the acceptance of 
fluorescent in the home. Much wild 
speculation has been made on both 
of these points. But, even by taking 
an ultra-conservative viewpoint, the 
indications are clear that there is a 
big market in this field. We estimate 
that the market for residential fix- 
tures and portable lamps will be 
something like this: 

, 1944—$ 50 million 
1945—$ 60 million 
1946—$ 90 million 
1947—$120 million 
1948—$160 million 

These figures are based on these 
assumptions: 1. That fluorescent 
will not sweep the boards and be 
used in every room but that only 2 
percent of the existing homes will 
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Three types of fluorescent units were used to provide modern lighting for 
this display room, above. Four-lamp fluorescents provide general lighting, 
strips are used in the rear to light the desk space, while lamps within the 
show-cases localize light on the products. 


change 3 fixtures from incandescent 
to fluorescent ; 2. There will be only 
300,000 new homes per year and 
these homes will spend $100 each 
for fixtures; 3. Thirty million por 
tables will be sold per year and 10 
percent of them will be fluorescent. 

These are our predictions of the 
future lighting market. The figures 
represent what can be done but like 
all figures they cannot suggest how 
to do it. 

The “how to do” part is the diffi- 
cult part. It is the subject with 
which sales and engineering organ- 
izations must seriously concern 
themselves. For without serious 
sales considerations these figures 
will prove empty prophesies. 

Naturally, everyone has his own 
ideas on “how to do.” I believe that 
these elements should be an essen- 
tial part of every formula: 1. Pro- 
mote a wider use of light. In the 
past, lighting has been primarily of 
a utilitarian nature. Decorative light- 
ing effects were reserved for amuse- 
ment places—night clubs and spec 
tacular displays. Tomorrow we must 
make lighting an integral part of the 
decorative scheme in homes, offices 
and stores. In these places it will not 
be the flashy, bizarre thing that we 
have termed decorative lighting in 
the past, but tasteful, carefully 
planned lighting which creates the 
feeling of comfort, hospitality and 
luxury. 

2. Sell higher levels of lighting. 
There need be no more arguments 
as to the value of more light. War 
production has proven this point. 
We must now carry the desire for 
higher levels of lighting into the 
homes, schools, offices and peace 
time manufacturing plants. 

3. Train to sell the right kind of 
lighting. Lighting has gotten beyond 
the stage of just selecting a fixture, 
guessing at tle number needed and 
then sticking them up in installations 
in a haphazard way. We must sell 
lighting that will give the customer 
the arhount and quality of light he 
needs. This requires a basic know! 
edge of the principals of good light 
ing and the ability to translate these 
principals into specifications for a 
lighting installation. 

If we can combine these three 
elements into a carefully organized 
and vigorously-promoted selling ac 
tivity, the estimated potential mar 
kets will become realities. 
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Post-war residential lighting will demand adequate wiring, including 


ceiling outlets. Wholesalers must start now selling the wiring needs of 


modern lighting among builders, architects, contractors, home planners 


By J. H. Blitzer * 





BELIEVE that there are two 
| types of electrical wholesalers. 

One type seems to take the line 
of least resistance in selling resi- 
dential lighting. These wholesalers 
send out salesmen with a 35 pound 
catalog, held by two leather handles, 
which is laid on the desk of the elec- 
trical contractor and the question is 
asked, “Is there anything you need 
today?” After which there may be 
some page-turning and perhaps some 
fixtures ordered from the section of 
this weighty catalog, which con- 
sists of pages from the catalog of 
several fixture manufacturers. These 
wholesalers may also maintain some 
sort of limited lighting fixture dis- 
play which contractors and con- 
sumers visit to make a selection. 
\nd occasionally they’ll receive a 
phone call from a contractor for two 
No. 2336 fixtures. That’s one kind 
of an electrical wholesaler. 

Then there’s the other type—we'll 
call this kind the specialist or spe- 
clalizing electrical wholesaler who 
does some actual sales promotion 
work. Now let’s see what this kind 
of an electrical wholesaler can do 
in order to promote the residential 
lighting fixture business. 

First, let’s take cognizance of the 
act that the local utility is going to 
be anxious to replace the big war 
industry K. W. load by the most 
vious and most profitable business 
they can get, namely, the residential 
ighting load. Utilities are going to 
be much energized to try and ac- 


T 


Vice president, Lightolier Company 


complish this, and if you want to 
think in terms of post-war planning, 
it might be well to consider that “‘if 
you scratch their back they'll do the 
same for you.” 

We know definitely that fluores- 
cent lighting is bound to play a very 
big part in new homes, and we know 
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that to date there hasn’t been any 
thing presented to the public in the 
line of fluorescent residential fixtures 
that the industry as a whole could 
take any pride in. We also know 
that if we don’t do something about 
the situation that we will find our- 
selves in the future in the same place 


Westinghouse Photo 
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that we found ourselves when the 


war started, namely, that in new 


homes the fixed overhead outlets 
for the main rooms in the house had 
not been put in and, therefore, there 
was no chance to sell any lighting 
ixtures. We also found out that the 
old homes, or the replacement mar 
ket, followed the trend in the new 
homes and also capped up their 


Yes, 


tremendous business done in 50 cents 


existing outlets there was a 
apiece outlet box covers with screws 
to fasten to the ceilings. 

This kind of an electrical whole 
saler will concern himself with this 
problem and he will recognize two 
that 
opportunity to sell good lighting and 


good decoration in the 


things there is a very good 


homes be 
cause overhead lighting is desirable 
and necessary, and that it can be a 
definite and wanted form of decora 
tion as well. We will recognize that 
while, before the war, we were on 
the skids in our business, that the 
interlude of the war is going to give 
and it remains 


us another chance, 


for us to decide what we will do 


with that opportunity. 


We know that fluorescent light 


“Rings of light’ will be possible and will lead to many nen 
and novel fixture designs when circular fluorescent lamps are 


available after the war. 
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These are two proposed designs. 


ing is a natural glamour girl, and 
properly handled, will make for a 
rebirth of the residential lighting 
business, and particularly for the 
fixed-to-the-ceiling kind of equip- 
We also know that there is 
an educational job to be done. The 


ment. 


public will have to be told enough 
to stimulate fur- 


interest in it 


about fluorescent 


and there 


will have to be substantial backing 


ther their 
of good reasons why they should 


translate their interests into pur- 
chases and uses of the equipment. 

It is also true that many builders 
who don’t have architects, actually 
make the purchases of equipment for 
homes that are sold to consumers. 
Unless these builders are properly 
educated by you as to the selling 
advantages they'll enjoy by having 
effective illumination in every room, 
they are likely to eliminate some 
outlets for overhead lighting. 

We that if we 


the fixtures are 


know until 


before we 


wait 
wanted 
begin our solicitation of the job that 
it will be like it before—the 
and there 
no opportunity for us to 


Was 
outlets 
will be 


sell the equipment, even though we 


were not put in 


think we 
consumers would want to buy at 
tractive fixtures that provide good 


have good reasons why 


illumination as well as a lovely dec 
orative effect. 

I have already mentioned that the 
utilities 
interest in 


have a considerable 


this 


very 
because whenever 
you sell a piece of equipment that 
the building 
and that uses electricity you have 


becomes a fixture of 
written out an insurance policy for 
the lighting company on which they 
get a continuing annuity or revenue 

Then there is the electrical con 
tractor. Yes, believe it or not, a good 
deal of the time everything that we 
have scored in the way of creating 
a genuine desire for good lighting 
equipment can all go for naught 1f 
he is not properly trained to do his 
end of the job. 

Well, let’s see why all this is in- 
teresting to the electrical wholesaler 
I don’t think it’s too far fetched to 
that he, the 
should be 


believe wholesaler, 


the actual “spark plug”, 
to either get out the direct-by-mail 
literature to all the interested factors 
enumerated in order to educate them, 
or to so arrange it that he sees that 





Combinations of the circular and straight fluorescent lamps 
will give more leeway to the post-war fixture designers. 


three suggestions are proposed for decorative use. 


IT hese 
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someone in the electrical industry 
sends it out 

Now, how is this to be done* It’s 
not difficult—here are the steps. 

1. Talk things over with your 
local electrical utility company and 
get wise to the amount of aid that 

can get f such 
things as having them sponsor model 
completely equipped with 
overhead lighting, having the light- 
ing company call meetings of build- 
ers, architects, decorators, 


vou from them in 


nomes 


electrical 
contractors, to educate them along 
with the work you will do toward 
the end of having the much desired 
overhead fixed lighting. 

? 


Employ an understanding and 
capable sales manager of your light- 


ing fixture department who will have 
the ability to follow through on the 
things that I just mentioned. 

3. Maintain attractive showrooms 
and a capable showroom staff. 

4. Have the merchandise marked 
with tags in plain net figures, taking 
out all of the fictitious and old out- 
moded discounts of the years gone 
by. 

5. Get Dodge reports on all con- 
struction going on. 


By using circular lamps with both straight fluorescent lamps 
and incandescent spotlights, designers are almost unlimited 
in their freedom to design lighting arrangements that provide 


6. Send out carefully prepared di 
rect-mail literature when the founda 
tions are started 

7. Arrange for a personal call by 
a well qualified on the 
architects, educate them, bring them 
into line. 


salesman 


These are some of the basic steps 
to take in order to develop yourself 
into a specialized electrical whole- 
saler. You'll undoubtedly be able to 
add others. 

Taking the line of least resistance 
usually produces results that are far 
from 
money 


makes 
contributes- 


satisfactory. No 
unless he 


one 
and 
usually one earns in proportion to 
his contribution. That’s the standard 
by which you can judge how wise 
you'll be to follow through on the 
“basic steps’’ enumerated above to 
build the satisfactory and profitable 
residential lighting fixture volume 
you desire in the post-war future. 
An electrical contractor who 
brings a prospect into your show- 
rooms, and for whom you make a 
entitled to kind of a 
profit—an electrical contractor who 
buys your merchandise out of stock 
and displays it and puts in his stock 


sale, is one 
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is entitled to make another kind of 
profit. But under all circumstances 
the ultimate consumer must buy at 
the right price. You must not be 
undersold by chain or department 
stores, but you will most certainly 
be—unless you conform to the legit 
mate premise of doing business, 
which is our job as manufacturers 
and your job as specialist electrical 
wholesaler, namely, offer the con 
sumer the best quality of wanted 
merchandise at the very lowest 
prices. 

Believe it or not, this is a fore 
runner of “Democracy in Action.” 
Better goods at lower prices means 
wider turn 


which 


which in 
employment, 


use, means 
again 
more people having more 
money to buy our product. This is 
the type of that 
\mericans should properly cultivate. 

This is the kind of post-war plan- 
ning you can do and by following 
that type of planning you can suc- 


more 


means 


business-genius 


ceed. You need not have any abstract 
terms and you need not delve into 
those numbers and statistics that are 
properly the concern of economists 
and not people like you and me. 


Photos from Westinghouse Lamp Div 


general illumination, spotlighting, and dramatic decorative 
effect. The circular tube will be adaptable to general illumina- 
tion as in the three fixtures shown above, right. 
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tid Ballasts 


EW users realize the importance of Certified Ballasts and Certified Starters in 

fluorescent lighting fixtures. But so vital are they to good fluorescent lamp per- 
formance that #t’s doubly important to get fixtures with “control” equipment you can 
depend on. You can be sure with Certified Fleur-O-Liers. Like all parts of these fix- 
tures, this equipment is tested and certified by impartial Electrical Testing Labora- 
tories, Inc. of New York, as meeting definite Fleur-O-Lier standards. Here are 
four tests that tell you why you'll want fixtures bearing the FLEUR-O-LIER label. 


Electric Chair! High voltage test on wiring of fixture is made 
at 2000 volts for one minute because of the high voltage kick 
at time of lamp starting. Safety for you! 


On time! Checking starting time of lamp starters at 110 to 130 
volts ...a test made not only at E. T. L., but weekly by E. T. L. 
inspectors at the factories. Double-check on dependability! 


» VF ll 
Make or break! This test of fluorescent lamp starters determines 
if they operate properly at voltage variations encountered in 


service. Means satisfactory starting and good lamp operation 
in your fixture. 


Warm-up! Ballast temperature is measured in a complete fixture 
after operation for at least five or six hours—and ballast is 


watched carefully for any signs of overheating. Tested in 
Service to protect you! 
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FRINK-built frames help army radios 
over the rough spots 


Radio apparatus going forward with the 
U.S. Army must travel over some mighty rough 
terrain. Trucks equipped with transmitters and 
receiving sets are provided with special frames 
to which the radio instruments are attached. 
Thus these delicate pieces of machinery are 
held stationary and are protected against the 
banging and bumping of uneven ground. 


Many of the sturdy radio frames used in U. S. 
Army trucks are made by Frink. The Frink 
Corporation has specialized in precision engi- 
neering and manufacturing for 87 years. Dur- 
ing that time the name Frink has become 
synonymous with quality and skill in the light- 
ing industry. 

Frink was instrumental in developing Incan- 
descent lighting in the days when that method 
of illumination was considered revolutionary. 
Likewise The Frink Corporation has pioneered 


Subsidiaries: Sterling Bronze Company, Inc. 


Barkon-Frink Tube Lighting Corporation 


in the development of Fluorescent lighting. 
LINOLITE, the famous “engineered for vision” 
Fluorescent equipment, is a product of Frink 
designing and manufacturing skill. LINOLITE 
is now diving efficient and profitable service 
in manyf America’s foremost factories, stores 
and banks, 


Today Frink is heavily engaged in war pro- 
duction. Tomorrow Frink will resume the de- 
signing and manufacturing of the high-quality 
lighting equipment that has gained such an 
enviable reputation in the industry. 


LIGHTING SINCE 1857 


All Frink employees invest at least 10% of their earnings in War Bonds 
WE ARE PROUD OF THAT RECORD. LET'S ALL BUY WAR BONDS! 
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HOW:-TO-DO-IT 


USE THIS BOOK... 


a Your Westinghouse distributor offers two important sources 
to simplify selection... 


; <r of help on wiring problems. 

ordering... application P & P 
First: A complete line of Westinghouse Safety Switches 

64 pages of highly useful ordering and applica- and fusible service equipment. 

tion information are contained in this handy West- ; . ' : 

; ‘ ; Second: Valuable “how-to-do-it” ability which combines 

inghouse Quick Selector Catalog. Issued twice a 


vig knowledge drawn from Westinghouse headquarters, with the 
year, it includes all frequently needed types and na baee ‘ ? ; iggdc : 
distributor’s own wide, practical application experience. 
sizes of motors, controls, 


° Westinghouse | panel hoards, gunemotnrs, Westinghouse Safety Switches provide the exclusive West- 


Quick Selector ae eer Tepe ene inghouse feature of the diamond-pointed break jaw which 


a ioe euimnns. Ack seus keeps arcing away from the contact area and prolongs switch 


Westinghouse distribu- life. For 575 or 600-volt circuits, the “De-ion” arc quencher 


tor for your copy, or write provides added protection to switch parts and to personnel. 
Westinghouse Electric Whether your requirements call for Types A, C, D or special 
& Mfg. Company, East styles, your Westinghouse distributor can offer you prompt 


Pittsburgh, Pa., Dept.7-N. help . . . competent recommendations. Call on him. __ 5.90515 


SEE YOUR WESTINGHOUSE DISTRIBUTOR ! @) Westi ghouse 


PLANTS IN 25 CITIES... OFFICES EVERY WHERE 
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Industry will go for these 
Yew HOLDENIine Fluorescents 


Engineered by pioneer -in-Fluo- 

rescent HOLDENIline, produced 

by HOLDENIline’s own shops, 

these fixtures feature high efficien- 

cy, freedom from service costs, 
plus flexibility. The conversion from individual 
to continuous run is simple and quick. 


New, “Butt-on”’ Sockets eliminate all breakage in 
shipping and handling. HOLDENIine mounts 
sockets on heavy steel plate that firmly supports 
them to channel. Socket spacing always positive. 


Lamps are positioned further away from reflector 
increasing overall efficiency. 


Spacing— No dark areas between lamps. Applies 
to Nos. CSS80 and CSS200 .. . 24%" spacing on 


CSS80; 4%" spacing on CSS200. Try the handker- 
chief test on them. (5” spacing on CSS85 only). 


Polymerized Synthetic Finish on steel reflectors 
guarantees much higher reflection factor, longer 
life, easier maintenance. Vitreous porcelain fur- 
nished at additional cost when specified. 


Exposed Ballasts insure longer life, cooler opera- 
tion; fewer replacements. 


Versatile Mounting to fit any need—built into race- 
way; results in savings on mounting cost. 


Triple-Tested HOLDENline Units are lighted not once 
but ¢hree times on 110 volts—must stand up under 
1200 volt breakdown test. 


i. ° , 
Instant Starting equipment optional. 





ee ee ee 


Write for new folder telling all about these new HOLDENIine products. 
Sold only through wholesalers 


THE HOLDENLINE COMPANY 
Pioneers in F 
1960 EAST 57TH STREET ° 
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CLEVELAND 3, OHIO 
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tests reveal...sales indicate “$i LV-A- KIN G” 


PORCELAIN-ENAMELED 


FLUORESCENT UNITS 


\ 
nger.. , " 


“SPECIFICATION” — Fiuores- 
cent Industrial Unit... knock- 
outs for pull switch or contin- 
vous run coupling...described 
in bulletin 44FS 





The maintenance of a constant level of efficiency has always been of first 
concern to Illuminating Engineers. By the only true method of measure- 
ment—actual installations—it has been proven that Silv-A-King Porcelain- 
Enameled fluorescent equipment retained, with proper maintenance, a 
uniform level of efficiency throughout its life. Other types of lighting 
equipment may start at a higher level of efficiency but with use and age 
they eventually fall far below initial efficiency. Today, more than ever, 
maximum efficiency is vital. Because you cannot afford the risk ever 
present in ordinary types of equipment be sure — specify Silv-A-King 
Porcelain-Enameled fluorescent equipment. 


BRIGHT LIGHT REFLECTOR COMPANY, — 


* BROOKLYN 6, N. 


METROPOLITAN & MORGAN AVENUES e 
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Despite material shortages, 

manpower losses and gov- 

ernment limitations, we have 

continued to make and sup- 

ply to wholesalers our five 

lines of products as nearly 
complete as possible. We have done our utmost 
to fill orders—taking care of new customers as 
well as old. It is our sincere belief that if we, as 
manufacturers, ignore the electrical wholesaler 
during war time, in order to make quick profits 
from war contracts, we are not entitled to his 
business after the war. 





> 


‘ 


SPERO FLUORESCENT FIXTURES 


Jobbers handling the Spero fluorescent fixtures can assure their customers a complete source of supply for every industrial and commercial need 
—incorporating the latest improvements in engineering and design. Spero pioneered instantaneous starting, and today Spero |NSTA-LITE has 
been field tested by thousands of successful installations. 


IU - LINE-INDUSTRIAL  LVR-448 - COMMERCIAL 


The practical fluorescent fixture, This masterpiece of fluorescent 


Available with “as 98 engineered for high efficiency, engineering incorporates all the 
: feng «We end coy melnie- elements of correct design in one 
INSTA-LITE Zo nance. Made for two 40W Tubes 


(1U-248), three 40W Tubes unit. Um from the four 40W Available 
(1U-343) and two 100W Tubes tubes is shielded by evenly spaced Po ¥ 

(1U-260). Two-tube models are egg-crate louvres, hinged at side with 
available with INSTA-LITE for easy maintenance. Reflectors j 
1US-248 for two 40W Tubes and finished in ‘'Plastex White'' are | 
1US-260 for two |00W Tubes. 


INST 


arranged to eliminate ‘trapped 


Spero 1U fixtures feature one light"'—resulting in high inten- 2 7 

piece removable metal reflec- 7 ‘ ‘ ee 

‘ : sity, with low surface brightness. ee eet . 
tor—and are designed for chain og 6 

or rigid suspension—singly or Made for stem or P iste 
multiple installation. Write for flush mounting. Write : 

Bulletin No. FL 6. for Bulletin LVR. 


if Be 3 ele 2 ie 


18222 LANKEN AV 
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ile nt stands behind 
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lectrical wholesaler 


FIVE LINES OF PRODUCTS FROM ONE RELIABLE SOURCE 


Now is the time for jobbers to line up with Spero for immediate and post-war electrical needs. There will 
be no reconversion delay at Spero, because our line in wartime consists of the same items as used in peace- 
time. Don't waste time and money "shopping around’. Look to Spero for the most modern, high quality 
fluorescent fixtures, reflectors, electrical construction materials, floodlights and vapor-proof units—a few 
of which are described here. 


REFLECTORS 


Shallow and dome type—one piece, 
seamless construction — available 
with patented shade holder attach- 
ment, and glass-steel diffus- 
ers. Keyless or pull chain 
models. Sizes for 75 to 750 


watt lamps. 


FLOODLIGHTS 


Wide variety of flood-light- 
ing equipment—open types 
or fitted with prismatic lens. 
Sizes for lamps from 150 to 
1500 watts. Furnished in 
weatherproof "Duralum". 


DIECAST SOCKETS 


VAPOR PROOF UNITS 


Approved government types, with 
or without wire guards and reflec- 
tors. Pendant or bracket type units 
for ceiling or wall mounting. Sizes 
for 50 to 300 watt lamps. 


SWITCH PLATES 


Unbreakable Metaltex switch-plates 
with durable baked-on wrinkle fin- 
ish. Brown or ivory—in more than 
20 different sizes and combinations. 


pero Products are distributed only through legitimate electrical wholesalers 


-TRIC CORPORATION 


Diecast of Zamac Zinc, coated with 
rustproof ‘Duralum". Made to ac- 
commodate 2!/," shade. Tapped for 
'/2"" conduit. Fitted with approved 
porcelain socket. For vertical or 
horizontal mounting. 


WIRE HOLDERS 


Wood screw or machine screw type 
wireholders of highly vitrified por- 
celain, with metal cap at base to 
prevent breakage. Multiple-point 
house brackets available—with or 
without insulators. 


AV * CLEVELAND 19, OHIO 
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You will find NOMA ready for you with all the clever, new, sales- 


creating ideas that you have learned to expect from “headquarters 


for decorative lighting specialties, equipped with Mazda lamps.” 


HOMA CONTINUES TO MAKE THESE WARTIME PRODUCTS: 


Aircraft Parts 

Instrument Parts 

Electric Wire and Cable 
Mica Capacitors 


Flight Recorders 
Searchlight Parts 
Telescope Parts 


Marine Type Electric 
Heating Equipment 


NOMA'S way of helping out is to make avail- 
able these “extra civilian” items — all packaged 
ready for quick turnover. 


SENSATIONAL Pull on leash — and HE WALKS 

on 4 legs. Composition. 11” long, 
WALKING 744" high. Individually packed — 
DOG! decorated display box. 


OTHER ATTRACTIVE ITEMS: 


No. 780 Caterpillar tank. Looks like an M-5. 
No. 752 Victory oil truck. No. 751-S Dump truck. 
Fairyland character dolls. 


6-car de luxe train set. No. 754. All wood. 
NOMA 54” long, 3” wide, finished in contrast- 
WOODIES _ing bright colors. Packed individually in 
beautiful display box. 


: Ss Lisa €C.o7F. aa GC 
jy CORPORATION 
as 55 West 13th St. New York 11, N. Y. 
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For simpler, stronger construction in 
Schools, Offices, Stores & Industry 


One hundred years “in lighting” has 
taught us many things. 

Among them the fact that providing 
better lighting is not enough. The fix- 
ture must be designed to so/ve construc- 
tion problems for architects and build- 
ers—rather than to present mew ones. 


So... in designing the Miller 2-light 
Troffer to be the world’s finest continu- 
ous fluorescent lighting system for offi- 
ces, stores, schools and industry, we 
also designed it to be the most practic- 
able to build with—and around. 


Therefore . . . the patented Miller 
Bracket, which makes it possible to 
hang the troffer from the struc- 
tural ceiling and then to suspend 
the false ceiling (either wood or 
metal frame) from the troffer. 


This effects construction econo- 
mies, makes for stronger construc- 
tion and adds flexibility to the en- 
tire installation. 


In fact, so versatile is the Miller Troffer 
-in single units, unit combinations or 
in continuous light-strips “by the mile”’ 
-that its applications are almost as un- 
limited as the architect's ingenuity. 

It is simple to service and so economical 
to operate that it encourages large in- 
stallations—an important factor when 
the wartime bulge in industrial lighting 
tapers off and new users of fluorescent 
lighting are needed to fill the gap. 
Miller Engineers are in principal cities 
and, as we work with all light sources, 
including mercury vapor and incan- 
descent, they are unbiased. So call a 
Miller Engineer—or call us—and see 
why The Miller Company starts its 
second hundred years, still in the lead! 


THE MILLER COMPANY ¢ MERIDEN, CONNECTICUT 


_—_ 





ILLUMINATING DIVISION OIL GOODS DIVISION ROLLING MILL DIVISION 
Fluorescent, Incandescent Domestic Oil Burners Phosphor Bronze ond Bross 
Mercury Lighting Equipment ond Liquid Fuel Devices in Sheets, Strips and Rolls 


WAR CONTRACTS DIVISION 


Wor Moteriel 
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How Four Leading 
Manufacturers are Helping 
Save Precious Paper 

for Uncle Sam 


A BIG OL COMPANY—“In 1943 we re- 
duced the number of issues of our 
house publication from 12 to 6. 
Our employe house organ was re- 
duced in size as were our dealer 
window displays, and all promo- 
tional material was kept to the 
smallest possible size.” 


A BIG DRUG COMPANY — “The weight 
of our corrugated board was re- 
duced to the minimum necessary 
for protection to our goods in 
transit. The weight of board used 
on some items was cut almost in 
half. We increased the pack per 
shipping case on many items 
where doubling of the quantity in 
each case would not result in an 
unwieldy or hard-to-lift unit. Nests, 
partitions and liners were dropped 
right and left. Package insets have 
been dropped except on one item.” 


A BIG CHEMICAL COMPANY — ‘““Where 
100-pound basic-weight paper had 
been specified as desirable, the 


lightest practical weight is now 
used. All pieces and forms are care- 
fully checked for reduction to next 
standard smaller size, excessive 
margins, and number of pages or 
parts. The Company has adopted 
single typewriter spacing where 
practical, typing on both sides of 
the sheets, pruning lists, and all 
such miscellaneous practices 
Wastepaper at our plants and of. 
fices is not burned but baled to 
reach paper mills for conversion.” 


ANOTHER BIG DRUG COMPANY—“‘In 1943 
we stopped issuing an almanac. We 
had been sending out around 
twenty million. We also discon- 
tinued our small booklets, the edi- 
tion of which was some thirty to 
thirty-five millions. For 1944 we 
kept the ban on booklets and also 
cut out the printing of twenty mil- 
lion calendars.” 


These quotations are from reports 
to the A.N A. Paper Committee 


USE LESS PAPER — SAVE ALL WASTEPAPER 


This advertisemeat contributed by this publication and prepared by the War Advertising 
Council in cooperation with the War Production Board and the Office of War Information. 
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ZUO Szries: 


Sturdy, streamlined industrial units 
ovailable in two and three light 40 
watt units and two light 100 watt 
units. Rigid all-steel construction. 
Designed for individual or continu- 
ous run installation, 





ZIU Series: 


Industrial units for concentrated 
ond complex lighting installations, 
evailable in two and three light 40 
watt units and two light 100 watt 
units. Designed for individual or 
continuous run mounting. 





GL-240: 


Two light 40 watt, glass enclosed, 
louvred unit, unusually efficient, 
designed for pendant or ceiling sus- 
pension mounting, constructed for 
individual or continuous run instol- 
lation. 











VO0-440: 

Four light 40”watt, parallel tube, 
open type luminaire. Remarkably 
simple to install, maintain, and 
service. Available for pendant or 
ceiling suspension mounting, con- 
tinvous run or individual installa- 
tion. 


LR-440 
Four light 40 watt, glass enclosed 
unit, monufactured in accordance 
with the Utilities Research Commis- 
sion specifications. Available for 
pendant or ceiling suspension 
mounting, individual or continuous 
fun mounting. 








L-440: 

Four light 40 watt, parabolic, open 
type unit, specifically suited for 
drafting rooms and wor production 
offices where general overall light 
is required. Available for pendant 
or ceiling suspension mounting, con- 
tinuous run or individual installa- 
tion. 








VL-440: 


The LEADER OFFICER =— Four light 
40 wett plastic enclosed, louvred 
unit, combining the finest in design, 
construction, and servicing feature, 
this unit offers the ultimate in light- 
ing equipment. Available for pen- 
dont or ceiling suspension mounting, 
individual or continuous run instal- 
lation. 


WI Uf" Distributed onty through the Better Electrical Wholesalers 
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é ELECTRIC MANUFACTURING CORPORATION 





f Y CHICAGO 40, ILLINOIS 
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CALL FOR MOUNTING DOLLARS 
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Official U. S. Coast Guard photo 


.. rr er 
YOUR PAY ROLL PLAN! 


War is a continuous job. 


Ever-widening, ever-advancing fighting fronts call for 
a never-ending flow of manpower and materiel— 
financed by a continuous flow of money. 


Your responsibility as top management increases with 
the mounting tide of battle. You’ ve been entrusted with 
two major responsibilities—steadily maintained pro- 
duction, and steadily maintained War Bond Sales 
through -your Pay Roll Savings Plan. 


So keep this one salient fact before you at all times: 
The backbone of our vital war financing opera- 
tion is your Pay Roll Savings Plan. 


WAR 8 


78% Back the Mack! 
SELL MORE THAN BEFORE! 





” - , “ 
Ty on) ess 
CT % 


‘ epee ee ie. on 
Me a 


Your job is to keep it constantly revitalized. See to it 
that not a single new or old employee is left unchecked. 
See to it that your Team Captains solicit everyone for 
regular week-in and week-out subscriptions. And raise 
all percentage figures wherever possible. 


Don’t underestimate the importance of this task. This 
marginal group represents a potential total sales in- 
crease of 25% to 30% on all Pay Roll Plans. 


Constant vigilance, in a quiet way, is necessary 10 
keep your Pay Roll Savings at an all-time high. Don't 
ease up—until the War is won! 


The Tre aSUTY Departme nt acknou ledge 5 with 


) 
appreciation the publication of this message by: 


Wholesaler’s Salesman 


This is an official U. S. Treasury advertisement prepared under the auspices of Treasury Department and War Advertising Council 
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All Geatued ALL METAL - 


for either conventional or 
instant start lighting... . 


No. 125-A Series 


No. 45-A Series 
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LIGHTING PROD INCORPORATED 


HIGHLAND PARK, IJILLINOIS........U5.f. 
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é War too, we'll again be first. That’s a safe guess. For over 40 
has “blaze the way to new lighting improvements. From the 
eo itt ning, it’s been our policy to innovate, never to imitate. We’ve become 
.am.pioneers in lighting: “the first with the latest.” 
We've put our brains to work on post-war lighting. We've accomplished some 
Beilin y new designs which should again assure our “first” place in lighting. 
ghting equipment is first in quality, first in design. 


am + el Uncle Sam says it’s O.K. to go coasting into the home stretch of nie 
z ost of our production will continue to go to the Armed Forces. We made a_ 
Eeeeeage at Pearl Harbor which we're still 
ying. But when we get the signal “Go”, we'll 
Sepe ready to serve he lighting trade with 
Wy SOlarlites—in quantity, in standardized 
Deccpackaged units—and at the same prices you've been 

> oa paying for ordinary fixtures. 

OE ERS: When considering your post-war line of . , 1907 Pm celal 
+"; e iehting equipment, be sure you choose a line ~~ 2 1918 The firs completely ew 
$4 of proven “firsts”. et closed diffusing glass lighting unit. 
V : a 1932 The first streamlined dif- 


Get there first with Solarlite. ~ . a fusing lighting unit with easy re- 
Be <i lamping feature. 


3 ae 4 1941 First to develep and man- 

| a. ufacture the Research Fluorescent on 

aa.% U. R. C. Principles and still leading 

am « : with maximum of efficiency and 
ree durability, 


718 WEST WASHINGTON BOULEVARD CHICAGO 6, ILLINGEIIN 5 194? 
.S. A word to the wise: Write whe 
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News Notes From N.E. W. A. 


By Alfred Byers, secretary 


National Electrical Wholesalers Association 





7TH FORUM POST-WAR 
PLANNING COMMITTEE 


N.E.W 


committee 


.A.’s post-war planning 
held its forum 
meeting on September 13. Chairman 
Herbert Metz had arranged for the 
appearance of Dr. W. R. G. Baker, 
vice president of General Electric 
Company, Schenectady, New York, 
as the forum’s guest. The speaker 
provided this committee, and 
through it the entire membership of 
the association with much valuable 
information and data on the subject 
of post-war television. 

A complete report of the meeting 
is being supplied to the entire mem- 
bership of the association. It is also 
being made available to the press in 
order that the industry at large can 
be made acquainted with the valu- 
able contribution on the subject by 
an authority so outstanding as Dr. 
Baker. This particular committee has 
been holding forum meetings now 
for more than one year. Within as- 
sociation circles it is being stated 
frequently that N.E.W.A.’s post-war 
planning committee, during its year 
of activities, has provided the mem- 
bership with some of the most valu- 
able information that any single 
committee of the association has ever 
brought together. 


seventh 


N.E.W.A. COMMITTEE 
APPOINTMENTS 


The committee on 
committees has held meetings re- 
cently to consider the important sub- 
ject of appointments of the various 
standing and special committees in 
the fields of both appliances and 
supplies. As a considerable amount 
of careful and thoughtful preparation 


association's 


always attends this task, the an- 
nouncement of these appointments 
is expected to disclose a list of com- 
mittees made up of members who 
each individually are well qualified 
to consider the problems related to 
the distribution of electrical appli- 
ances and supplies. The committee 
on committees is composed of the 
following: 

John L. Busey, chairman, G. E. 
Supply Corp., Bridgeport, Conn. ; D. 
Lyle Fife, Fife Electric Supply Co., 
Detroit, Michigan; E. B. Ingraham, 
Times Appliance Co., Inc., New 
York, N.Y.; L. E. Latham, E. B. 
Latham Co., New York, N.Y.; John 
M. Newton, Oakes Electrical Sup 
ply Co., Holyoke, Mass. 


N.E.W.A. APPLIANCE 
DIVISION MOVES FAST 


The N.E.W.A.’s appliance divi- 
sion, during the past 60 days, has 
made notable progress under the 
combined and aggressive leadership 
of Division Chairman E. B. Ingra- 
ham, its new Director R. C. (Bob) 
Hill, and Managing Director C. G. 
Pyle. Mr. Hill has made several 
trips in the field and has called upon 
a number of the division’s members 
and prospective members. With the 
assistance of members of the asso- 
ciation, appliance distributors in a 
great many areas of the country are 
being informed quickly and com- 
pletely regarding this new N.E.W.A. 
division. Gratifyingly enough, mem- 
bership in the division is increasing 
steadily, with a growing number of 
trading areas throughout the coun- 
try receiving representation within 
the division. 

Messrs. Ingraham, Hill and Pyle 
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appeared before a large group of 
electrical appliance distributors at an 
informal luncheon gathering of N.E. 
W.A. members and _ prospective 
members in Philadelphia last month. 
The meeting was an enthusiastic and 
successful one in every respect. A 
similar occasion is being arranged 
for other important distributing cen- 
ters in the near future. 


NEW PUBLICATION ISSUED 
FOR APPLIANCE DIVISION 


A special N.E.W.A. 
letter,” to be published specifically 
for appliance division members made 
its first appearance last month. The 
planning for this new service to ap- 
pliance division members includes 
the frequent publication of current 
news of interest to members of the 
division, as well as the publication of 
subjects related to the operational 
phase of electrical appliance distribu- 
tion. As the publication and use of 
the appliance division “Newsletter” 
progresses, it is expected that this 
new service will prove valuable in 
assisting members toward the solu- 
tion of their daily operating prob 
lems. 


*“News- 


N.E.W.A. EXECUTIVE 
COMMITTEE MEETING 


The association’s executive com- 
mittee, together with the members 
of the management committee, will 
hold their next meeting in New 
York City on October 25 and 26, 
1944. 

Several subjects of vital interest 
will occupy the two days of the 
meeting. 











ight rays can 


ines they ‘are brought out 
of hiding and properly directed 
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“Controlled Light" Reflector 
does give proper direction to the light rays 
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. SMITHCRAFT ORDINARY 
Controlled Light Rellector Reflector 
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no light loss 
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This entirely new scientifically engineered V-reflector provides the utmost in lighting efficiency and 
output. Light loss is reduced to a minimum. 
































Controlled Light Reflector directs maximum light to the working plane— 
actual foot candle tests prove its greater effectiveness. 


‘+ will pay you to send for full details—this outstand- 
ing fixture development by Smithcraft wil 
increase your fluorescent 
sales 






A really new 
selling theme—a new 

conception in lighting has been 
achieved by Smithcraft. Mechanical excellence — 
all steel for strength — wide variety of mounting methods — new captive-turn positive 
reflector fastener or release — Supercoat finish, baked or porcelain enamel — simple 
installation and easy maintenance — all these and more available with the new Smith- 
craft Industrial Fluorescent line. 


A COMPLETE FLUORESCENT LINE 


Industrial units for individual and continuous row mounting. Also smartly styled 
commercial units. 


A. L. SMITH IRON CO., Chelsea 50, Mass. 
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Recent WPB Orders and Revisions 





Hearing Aid Battery 
Production Allocated 


The War Production Board, in 
Order L-71, direction 2, regarding 
the third quarter production of hear- 
ing aid batteries, stated: 

“The following manufacturers are 
hereby directed to reserve the per- 
centage of their production indicated 
of “B” hearing aid batteries during 
the period August 10, 1944 through 
September 30, 1944 for delivery as 
directed in writing by the War Pro- 
duction Board: 

Eastern Dry Battery Company— 
44 W. 18th St., New York, N. Y. 
85 percent. 

Ray-O-Vac Company 2317 
Winnebago St., Madison, Wisconsin 
45 percent” 

Paragraph (2) of this Direction 

reads: 
“(2) These manufacturers will be 
directed to distribute the reserve 
portion of their production to cus- 
tomers formerly supplied by the 
manufacturers whose production has 
been curtailed, whenever practical, 
in proportion to their purchases dur- 
ing the second calendar quarter of 
1944. The War Production Board 
may also direct distribution of spe- 
cified amounts of this reserve to 
meet emergencies to take care of in- 
dividual cases. 

“The WPB may change the Di- 
rection from time to time if because 
of military requirements other man- 
ufacturers can be authorized to pro- 
duce these batteries or increases in 
production can be authorized for 
manufacturers whose production has 
been curtailed, or if it develops that 
certain distributors in certain areas 
are not receiving equitable portions 
of production.” 


Inventory Order L-63 
Amended by WPB 

The Suppliers Inventory Limita- 
tion Order L-63 was amended by 
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the War Production Board on Au 


gust 8th as follows: 

“Section 1046.1 (b) (6) add— 
‘application for exemption should be 
made by letter’. (g) added paragraph 
reading — ‘Communications’. All 
communications concerning this or- 
der shall be addressed to the War 
Production Board, Wholesale and 
Retail Trade Division, Washington 
25, D.C. Ref: L-63. List A—added 
paragraph as follows: (10) Indus 
trial materials and finished products 
sold to the supplier by a special sale 
under Priorities Regulation 13. (11) 
Repair and replacement parts for 
commercial and industrial refrigera 
tion equipment.” 


Preference Rating Form WPB- 
547 Has Filing Rules Changed 
According to recent announcement 
from the War Production Board, the 
distributor’s application for prefer- 
WPB-547, used by 
wholesalers and retailers of hard- 
goods, should be filed with WPB 
field offices, although distributors 
who sell more than 50 per cent of 
their total goods outside of their 
\VPB region may continue to file 
directly with Washington. The 
change became effective on August 


15. 


The new method, by which ap- 


ence rating, 


plications will first be examined in 
field offices, is expected to permit 
a greater consideration of local fac- 
tors. Forms will be forwarded 
promptly by field offices with recom- 
mendations to Washington head- 
quarters of the Wholesale and Re- 
tail Trade Division for final action. 
All applicants should file with the 
field office, any requests for further 
action on applications already proc- 
essed. 

In the past, distributors were re- 
quired to file WPB-547 in dupli- 
cate. Under the changed procedure, 
applicants must submit an original 


and two copies. The additional COp\ 
is required in all cases, including 
distributors who do more than 50 
percent of their volume outside of 
the WPB region in which their 
headquarters are located. 


Use More Wire to Save 
On Transformer Need 

The use of small additional quan 
tities of electrical conductor where 
this will obviate the need of numer- 
ous small size transformers has 
been authorized in an amendment 
to the Housing Utilities Standards, 
which sets specifications for the use 
of materials in construction of ex 
tensions of electric facilities. 

The Office of War Utilities, in 
announcing the amendment, said 
that the supply of small size trans- 
formers is extremely short. 


Water Heater Production 
To Be Increased 

Increases in the production ot 
electric and direct-fired water heat- 
ers for civilians has been authorized 
by the War Production Board. Pro- 
duction of electric water heaters 
for civilians was prohibited on May 
1, 1942, but about 20,000 per year 
have been made on appeals by man 
ufacturers. 

Under the new quota system, the 
WPB will allow manufacturers to 
produce up to 37 per cent of their 
production in the base period from 
July 1, 1940, to June 30, 1941. Since 
the output in this base period to 
taled about 175,000 units this will 
permit production of about 65,000 
electric water heaters. 

The WPB said that the new out 
put can be effected without increas 
ing facilities, because many manu 
facturers 
contracts for the armed forces and 


have been working on 
have facilities for use in domestic 
production. 






















Nalesmen’s Fox-hole Tales 
From the Wholesaler’s Battle Front 





Salesman Applies 
Fluorescent Lighting 
To Speed War Production 


Various problems are put up to 
the electrical wholesaler’s salesman 
but it happens rarely that one in- 
volves the use of lighting equip- 
ment, yet is not one of illumination 
as such. The two men who arrived 
at that solution to a problem are 
Newell Mann, manager of the light- 
ing department of G. E. Supply, 
and Carl Frisbie of the lighting 
department of the General Electric 
Co., Salt Lake City. 

The study was made for one of 
the mining companies producing 
precious chrome ore. As the ore 
comes from the mill in the form of 
finely ground particles, and before 
it goes onto the sluicing tables, it 
is mixed with considerable quan 
tities of middlings, which consist of 
For the 
efficiency of the process, it is neces 


various mineral impurities. 


sary that these middlings be re- 
moved as far as possible from the 
chrome. But jast when they have 
been removed has been a question 
that was not easily answered, be 
cause chrome ore itself is black, and 
while the middlings are colored to a 
certain extent it was not possible to 
see under ordinary light when the 
separation is complete. 

Newell and Frisbie felt that flu 
orescent light would do the trick, 
and upon trying it alone it was 
found that certain elements in the 
tailings showed up in their natural 
colors and could readily be distin 
guished, but that others could not 
be. So they experimented with dif 
ferent colored lights in conjunction 
with fluorescent, under the same re- 
flector, and finally solved the 
problem. 

When the equipment is installed, 


106 





Newell Mann and Carl Frisbie are 
here shown, carrying on their experi- 
ments with fluorescent light in combi- 
nation with lights of other colors to 
find the combination that will enable 
mill operators to tell by sight when all 
middlings have been removed from 
chrome ore. 


the ore will pass under the light 
combination and can be watched 
continuously. As long as the color 
is all black, only chrome is passing. 
But as soon as color shows up cer- 
tain middlings, as indicated by their 
color, are known to be coming 
through and the necessary adjust- 
ments can be made. Thus,’ pure 
chrome may be assured at the end, 
something that would be difficult to 
ascertain by any other method. 


Customers Fade 
But Business Grows 


Under present conditions, there is 
something fascinating in a _ rich 
“pocket” of stock such as this. Pic- 
ture shows about half of a $5000 
section of the stock of the Bean 
Electric Co., Seattle, Wash., which 
has been segregated because of its 
“tempting” character and put in 








an obscure place on the second 


floor. It contains Bx, R. C. wire, 
two coils of trench lav (precious as 
gold) and even some fluorescents 
saleable on a B-2. This stock was 
formerly on the main floor but was 
moved upstairs to get it out of th 
sight of customers who would se 
it and want it, but to whom it was 
not available. About half the tim« 
of the floormen was taken up ex 
plaining why these customers might 
not have it. 

The Bean Electric Co., of which 
Irving P. Bean is the owner, has 
been doing an unusually nice busi 
ness since Pearl Harbor, due to a 
quirk of circumstances. Starting in 
business about a decade ago, M1 
Bean catered almost wholly to the 
needs of the small electrical con 


tractor. He took care of them well 





Irving P. Bean, owner of the Bean 
Electric Co. of Seattle, Washington, 
finds his business expanding rather 
than contracting. 


and they gave him a substantial vol- 
ume, until he was carrying a con- 
siderable stock. 

When the war industries and war 
projects opened up, these small 
contractors were the first ones to 
pick up their tools and hike for the 
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A rich “pocket” of stock such as this 
has been segregated by the Bean Elec- 
tric Co. and put in an obscure place 
on the second floor. 


shipyards, aircraft plants and hous- 
ing projects to get jobs. Almost 
over night he lost the bulk of his 
regular customers, which in or- 
dinary times would have been a 
calamity. Under war conditions, 
with everything saleable under 
proper priorities and every bit of 
his stock in demand and replaceable, 
what might have been a calamity 
turned into a small landslide of 
business, and the firm is expanding 
rather than contracting. 


Selling ‘‘Applications”’ 
Helped Shipping Clerk 
To Get Manager’s Job 


L. C. Berger has been made ap- 
paratus and supply manager of the 
Westinghouse Electric Supply Co., 


los Angeles. He started with the 
company as shipping clerk and rose 
by successive steps to his present 
position through intensive appli- 
cation to the problems of each par- 
ticular job in the organization as it 
came along. 

As a salesman, for instance, he 
‘mployed methods that required a 
ot of work and the expenditure of 
time, which, in each individual case, 
might have seemed to be unwar- 
ranted in view of orders that might 
have been picked up elsewhere, but 
the results of which later came 
loating in like bread cast on the 
waters. One or two instances will 
related here of how he worked. 
They were not related by Berger 


1 


himself, and he will no doubt read 
them with some surprise and won- 
der who has been giving away his 
stuff. It will suffice to say that a 
good friend told on him. 

In one instance, he settled on the 
ordinary oil pumping rig as the sub- 
ject of his attention. These rigs op- 
erate day and night. An ordinary 
open lamp or two hung at random 
was supposed to be sufficient illu- 
mination for the shadowy structure 
and with the machinery reeking 
with black oil. However, he studied 
the typical rig of this sort from 
every standpoint, went over the 
mechanical equipment involved, 
studied the nature of the work it 
was doing, the troubles most fre- 
quently encountered and how re- 
pairs were made, especially under 
night-operating conditions. Photo- 
graphs of the rig were taken from 
various angles. 

With all these field data in hand, 
with his knowledge of modern light- 
ing equipment and methods, he then 
went to the drafting board and de- 
signed a complete lighting system to 
cover every function of the rig, in- 
cluding the lighting units to be used, 
where they were to be placed, what 
materials were required, etc. A 
drawing was then made and blue- 
printed embodying the plan. 

This seems like a lot of work to 
go through with in order to sell a 
small lighting system. He did sell 
a few by personal solicitation, but 
greater rewards were coming. It 
soon began to be noised around that 
Berger had plans and specifications 
for an oil rig lighting system such 
as had never been employed before. 
Eventually, it came to the attention 
of one of the large oil companies, 
who sent for him to show his plan. 
The result was that the company 
standardized on the plan and began 
to order complete installations in 
quantities. 


There was nothing about the plan 
that the company might not have 
adopted, buying lamps, reflectors, 
wire, fittings, etc., and having its 
electricians work them up into simi- 
lar layouts. But the company’s 
business was getting oil out of the 
ground and not devising lighting 
systems, so it much preferred to 
order everything necessary for the 
proper lighting of each rig in a unit 
package, so to speak, according to 
the Berger plan. 

This kind of study was also ap- 
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plied to refineries and cracking 
plants. In cooperation with the 
Crouse-Hinds Company, he began 
an intensive study of such plants 
from the standpoint of condulet ap- 
plications. A lot of operating men 
in the oil industry, not to mention 
some wholesalers’ salesmen, look 
upon condulets as merely a collec- 
tion of L’s, T’s, boxes, etc., useful 
in installing an ordinary wiring 
conduit system. If they know of 


L. C. Berger started with the Westing- 
house Electric Supply Co. of Los 
Angeles as a shipping clerk. He 
reached his present position as ap- 
paratus and supply manager through 
intensive application to the problems 
of each particular job in the organiza- 
tion as it came along. 


the larger items in the condulet line, 
which involve complete, enclosed 
switching systems, these are often 
looked upon as something highly spe- 
cialized and of limited application. 

It is characteristic of Berger that 
these were the very items that he 
paid closest attention to. He studied 
all of them in detail and then went 
over the plants to find places where 
they would be particularly adapted 
and if installed would work distinct 
economies. He then began to sell 
them on the basis of what they would 
do and what they would save. If the 
standard equipment inside the con- 
dulet would not exactly meet a given 
set of requirements he had no hesi- 
tancy in having it taken apart and 
rebuilt so that it would work to the 
best advantage. 

As a consequence, he sold many 
of the large units, some bringing as 
much as seven or eight hundred dol- 
lars. His sales became what were 
really “application deals,” where 
“quality was remembered long after 
price had been forgotten.” 





Write for new 
booklet ‘‘Facts 
about Colovolt"’ 


AL LUMINESCENT CORPORATION 


48 So. Federal St. CHICAGO 5, ILL. 
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FLUORESCENT LUMINAIRE 


War-model "Futurliter,"" for offices and 
drafting rooms, is designed for close- 
ceiling or ceiling suspensions, and may 
be mounted singly or end-to-end in con- 
tinuous runs for 50 to 75 foot-candle 
installations. This unit may be had for 
use with either 2 or 3-40 watt lamps. 
The Edwin F. Guth Company, St. Louis 
3, Mo. 
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FLUORESCENT UNIT 





Model No. 2032 shielded 200-watt 4- 
light commercial fluorescent fixture is 
adaptable for surface or pendant mount- 
ing, for individual or continuous row 
lighting. Installation is quick and easy. 
Wiring channel is accessible by removing 
two wing nuts. Mitchell Manufacturing 
Co., Chicago 14, Illinois. 
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FLUORESCENT UNIT 





Chan'l-Run individual fluorescent units 
with a continuous wireway are made in 
standard steel sections. Connecting straps 
join one section with another. Sections 


come in 48 and 96-inch lengths for two 
40-watt lamps, 60 and 120 inch lengths 
for two 100-watt lamps. The Holdenline 
Co., 1960 East 57th St., Cleveland 3, 
Ohio. 
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LIGHTING UNIT 





SkyLux, fluorescent lighting unit for gen- 
eral office use, may be mounted either 
individually or in continuous rows, with or 
without a stem hanger. It may be used 
with two 40-watt (48"') fluorescent lamps. 
Curtis Lighting, Inc., Chicago 38, Illinois. 
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FLUORESCENT UNIT——_____— 





"Beacon," a fluorescent unit for offices 
and drafting rooms, uses etched ribbed 
glass for side panels to prevent glare. 
Open louvers in bottom of unit prevent 
direct view of lamp. Available with stem 
suspension or close-up mounting for low 
ceiling areas. The F. W. Wakefield Co.., 
Vermilion, Ohio. 
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SAFETY COLOR HOODS 





Safety color hoods may be slipped over 
a standard lamp bulb. Being held in 
place by a wire spring, they may be put 
on or removed very easily. These hoods 
are shells of permanent natural blue or 
green colored glass. Reynolds Electric 
Co., Chicago, Ill. 
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SPOTLIGHT 





Spotlight for arc welding operators con- 
sists of three 300-watt reflector spot 
lamps surrounded by a circular shade. 
Rated to give 1000 hours of continuous 
operation at 120 volts, lamps are mounted 
in adjustable porcelain holders. The light 
may be raised or lowered on its standard, 
and is held securely in place by a locking 
thumb screw, permitting position of from 
45 to 76 inches above the base. General 
Electric Co., Schenectady, N. Y. 
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THESE ARE A FEW OF THE 
~“ MAGAZINES WHICH WILL 
CARRY SPACE... 








@ VERD-A-RAY is a new type of incandescent light bulb scientifically 
designed to make seeing easier. In comparison with the “pinkish” white 
light of ordinary frosted lamps, note the comforting “pastel greenish” white 
light emitted by VERD-A-RAY. 

Scientific research data indicates improved visual (sharpness) acuity, 
relief from eyestrain and reduced glare. 

Many war plants use VERD-A-RAY; one such plant reporting in a trade 
paper that hospital treated headaches were reduced 69.13%, hospital 
treated minor accidents were reduced 54%, and 357 productive man- 
hours were saved in one department in one month after proper installation 
of this new “glareless” lamp. 
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CONZEST 








VERD-A-RAY CONTEST RULES 


Ist PRIZE............. $1,000 in War Bonds 
ES: vin sect le dpaciirbos 750 in War Bonds 
ns «i caahels ewe 500 in War Bonds 
IESE pe 250 in War Bonds 
NEXT 25 PRIZES....... 100 in War Bonds 


1. Go to your dealer where entry form will be given to you 
free of charge or other obligation. Write 6-word (or less) 
slogan descriptive of VERD-A-RAY. Purchase and use of 
VERD-A-RAY might be of value in making you familiar with 
the product, but it is not a condition necessary to entering this 
contest. Your own facsimile of entry will suffice. 

2. Mail your entry to VERD-A-RAY CORPORATION, Toledo 5, 
Ohio. All entries must be mailed not later than midnight, 
December 31, 1944. 

3. Entries will be judged on the basis of originality of idea. 
Penmanship or fancy entries will not count extra. Decision of 
the judges will be final. In case, of ties, duplicate prizes will 
be awarded, 


4. No entries will be returned. All entries, ideas and contents 
thereof will become the property of VERD-A-RAY CORPO- 
RATION. 

5. This contest is open to any resident of the United States 
except the employees (and their families) of VERD-A-RAY 
CORPORATION, or its affiliated companies, and is subject 
to Federal, State and Local laws and regulations. 




















Distributors’ salesmen and dealers identified with prize 


winners also qualify for prizes. 
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Civilian Goods Production 
To Start When Nazis Fall 


“Immediate and drastic” elimination of all controls over civilian 
production the day Germany surrenders is promised by WPB 


| HE production of civilian goods, 

including radios, appliances and 
all the other electrical goods and sup- 
plies needed by wholesalers to re- 
plenish their stocks, is now ready to 
go ahead—awaiting only the 
render of Germany. With its Sep- 
tember 5th announcement, the War 
Production Board stated that virtually 
all controls over civilian production 
would be dropped “immediately” 
the Nazis capitulate, and 


sur- 


when 
industry 
free to go ahead “in its 
to do the swiftest and 
most effective job possible of restor- 
ing production, making whatever peo- 
ple want and affording maximum em- 
ployment just as quickly as possible.” 
The announcement by J. A. Krug, 
chairman of WPB, the 
statement in three weeks de- 
igned to pave the way for early pro- 
duction of The an- 
nouncement by WPB chairman Don- 
iid Nelson on August 15th, stated 
that civilian production would be 
granted preference ratings and permis- 
sion to resume production whenever 
nd wherever manpower and materials 
were not needed for the war effort. 
Encouraging to industry at the time, 
t was felt that civilian production 


would be 


own way 


icting was 


second 


civilian goods. 


state de- 
conditions, 


indecisive 
various 


vas still in an 
pending on local 
inpredictable military requirements 
ind government control through pre- 
erence ratings. 

The September 5th statement, com- 
ig at a time when the success of 
he Allied armies made an early de- 
eat of Germany probable, is expected 
to give industry clearly-stated freedom 
f operation and enterprise and a more 
efinite date for release of manpower 
nd materials. 


Those who consider that the “im- 
mediate and drastic” elimination of 
all controls over industry may pro- 
duce chaos instead of orderly recon- 
version, are depending on Mr. Krug’s 
statement that the various WPB In- 
dustry Divisions and their industry 
requirements committees will be re- 
tained to make certain that no one 
is permitted to obtain unreasonable 
amounts of any material or product. 
These government agencies would 
watch to see that needed materials 
and components are available to top 
essential civilian activities such as 
transportation, utilities and fuels, and 
that small business is given an equal 
opportunity to get materials and sup- 
plies. 

Principle features of the plan be- 
sides the above statement on fairness 





ig to gevE 
bf business, de 


1. War Production 
defeat Japan will re- 
ceive the only preference ratings on 
materials other than the emergency 
AAA priority; 2. All non-war pro- 
duction will be unrated, leaving it up 
to the individual manufacturers to line 
up the manpower, materials and any 
needed equipment; 3. No further pro- 
gramming of “essential” civilian pro- 
duction after the defeat of Germany; 
4. A very few allocation orders will 
be continued for materials such as 
lumber, textiles and certain chemicals 
which are in tight supply; 5. Manu- 
facturers may accept unrated orders 
“but they will be obliged to fill rated 
military orders ahead of all 
business.” 


of operation: 
necessary to 


other 


Nine Manufacturers 
Take N. Y. Distributor 


Nine radio, television, refrigeration 
and electric appliance manufacturers 
announced on August 17th the appoint- 
ment of the D. W. May Corporation, 


1 E. 42nd St., New 
tributor for the 


York, as their dis- 
metropolitan New 
York area. This move, the announce- 


THIRTEEN HUNDRED metropolitan New York retailers are guests at a celebration 
of the appointment of the D. W. May Corporation as distributors for nine national 
manufacturers of radio, television, appliances and electronic products. 

a 
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ment of which was made public at a 
luncheon for 1300 retailers, was desig 
nated as “the best means of gettin; 
their planned expanded production t 
the consumer in the post-war period. 


PL EA SE STA ND | In reporting the announcement, the 


New York Times stated that this ap 


gR y FOR A “y | pointment of a distributor in the New 


York area was “in contrast to move 


IM POR TA a» T by some large manufacturers who ar 


setting up direct factory outlets ir 


metropolitan areas.” 

R 0 YA L The companies which signed up 
with the May Corporation are: Farns 
worth Radio and Television Corpora 

” N NO UNCEM EN T tion; Coolerator Company; Health- 
Mor Inc.; Electromaster, Inc.; Wil 
NEX T Ae ON TH Lf cox-Gay Corporation; Barlow and 
: Seelig Manufacturing Company; Glen 
wood Range Company; MHubeny 
Brothers; and the Ken-Rad Tube .and 

Lamp Corporation. 
Among the statements made at the 
luncheon was that Electromaster, Inc., 
Detroit, is setting up approximately 
twenty-five distributorships “to tap 
eastern markets it never reached be- 
fore” and that it expected to produce 
100,000 electric ranges. The Coolerato1 
Company expects to expand produc 
tion of its ice refrigerator in post 
war years and to produce 100,000 elec 
tric refrigerators and 50,000 home 

freezers. 


Bartlett Heads 
A-W Plan Committee 


J. S. Bartlett, managing director of 
the Electric Institute of Washington, 
DD. C., has been appointed chairman of 
the Plan Committee of the National 
\dequate Wiring Bureau, succeeding 
C. M. Fite of West Penn Power Co 
who found it necessary to resign be 
cause of the pressure of additional 
company duties. The appointment of 
Mr. Bartlett was made by Herbert 
Metz, chairman of N.A.W.B.’s execu 
tive committee. 

\t the same time announcement was 
made that John A. Morrison, manag 


ing director of the Electrical Associa 
tion of Philadelphia and a league rep 
resentative on the Plan Committee, has 
been appointed to the Executive Com 
mittee in place of Mr. Bartlett. 


OPA to Adjust Prices 


ELECTRIC COMPANY, INC. On Low-Priced Goods 
\ method of price-relief which 
would encourage production of low 
95 GRAND AVENUE - PAWTUCKET, R. |. priced articles which are in short sup- 
ply was instituted by the Office of 
Price Administration in August when 
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B. D. LEVAUR has been made vice- 
president and director of sales, Pitts- 
burgh Reflector Company, Pittsburgh. 
H. C. Zinsmeister, president of the 
company, made the announcement. 





t established a number of conditions 
inder which manufacturers of these 
tems will be able to apply for price 
nereases. 

Electric irons, kitchen cabinets and 
hand tools were among the many items 
vhich were affected by the new ruling. 

The OPA stated that the purpose 
vas to encourage the product on of 

v-priced articles, which are now in 
hort supply, by a manufacturer whose 
eiling prices are below the prevail 
ing market level for “the same or 
substantially the same” item. 

With the adjustments in manufac 
irers’ ceilings, the OPA immediately 
uthorized simultaneous changes at 
vholesale and retail “in order to imsure 

ntinued distribution.” 


Syracuse To Be Center 
for GE Electronics 


\ll activities of the Electronics De- 
rtment of the General Electric Com- 

pany will be centered in an industrial 

levelopment on the outskirts of Syra- 

use, N. Y., Gerard Swope, president 
GE announced at a dinner of the 
racuse Chamber of Commerce last 
nth. At present these electronics 
tivities are carried on in 
es, 


several 


Mir. Swope anrounced that construc- 
n of a plant on a 150 acre plot will 
xin as soon as war-time restrictions 
lifted. The new plant will include 
administration building, research 
oratory and assembly shops. 














-It’s the best 
reflecting surface known 


“CURE, they’re porcelain enam- 
eled reflectors ... the only kind 
we'd think of buying. 

“Of course, we heard about war- 
time ‘substitutes’ for porcelain 
enamel. But the truth is that no satis- 
factory substitute for it has ever 
been found as a reflecting surface 
for industrial lighting equipment. 

“Porcelain enamel gives you the 
highest known reflective efficiency. 


The finish is permanent—unaffected 
by atmospheric conditions—good 
for a lifetime. And it’s by far the 
easiest surface to keep clean; to 
maintain high standards of illumi- 
nation.” 

That’s correct, of course, for aver- 
age plant requirements. But where 
light must be thrown a consider- 
able distance, as in floodlighting, 
we recommend Alzac aluminum. 


Sold through electrical wholesalers 


STOCKLITE 


oOo b 


An de 


VAPORLITE RLM DOME 


." 
) &, 


SRUIZICR LUG BELLU) MIRAI NIV? 


4600 BELLE PLAINE AVENUE, CHICAGO 4] 
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Protection 
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RENEWABLE 


MONARCH 
FUSE COMPANY, LTD. 


116 E. FIRST STREET JAMESTOWN, N. Y. 
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Surplus Disposal 
Talk in San Francisco 


H. G. Burrows, division engineer of 
the Defense Plant Corporation niet 
with a group of San Francisco dis. 
tributors—electrical, industrial, plumb 
ing, etc.—on Aug. 23, frankly seeking 


advice and cooperation on the best pro 













cedure in handling war surplus prop 
erty on the part of the disposing 
agency. Also attending was F. § 


Leaver of the San Francisco Loar 
Agency, Reconstruction Finance Cor 
poration, Surplus War Products divi 
sion. 





















Burrows’ contention is that the goods 
should be channeled through the dis 
tributor where possible. But who are 
the recognized distributors and wh 
are the “speculators,” he asks. Any 
bid from a “speculator’” would be 
thrown out but he needed help in sey 
arating the sheep from the goats. 

This question answered fo! 
him by referring him to the secre 
taries of the local trade 
in the field, could either give 
him the information or suggest quali- 
fied men 


Was 


associations 
who 
who could act as guidance 
committees for him in the matter. 
Certain distributors brought up th 
point that on the various lists of sur 
plus materials, the distributor is 
sea because there is no indication 


the status or condition, whether new 









J. S. ROSE has been appointed man- 
ager of the San Francisco office of the 
Ilg Electric Ventilating Company, 
Chicago. The company has moved its 
office facilities in that city to larger 
quarters at 55 New Montgomery 
Street. All seven West Coast branches 
are under the district management of 


C. E. Parks, Los Angeles. 

































and in good condition, new but 
weathered, used but little etc. The dis- 
tributor, due to transportation diffi- 
culties cannot send inspectors, so he 
bids blind and frequently gets stung, so 
to speak. Mr, Burrows then put this 
down as one of the things he thought 
could be remedied, locally at least. 

He advanced an idea that was ap- 
parently new to the distributors, al- 
though he had thought they knew it. 
When making a bid, he said that the 
distributor should advance a supple- 
mentary opinion with it showing how 
he had arrived at the price, local 
market conditions and other reasons 
why the distributor thought it to be 
a fair and just price. The principal 
reason for this is that the price must 
be submitted to Washington for ap- 
proval. Washington, if it gets just a 
cold figure without any explanation, 
then takes more time out to question 
and delve into it. Whereas, the dis- 
tributor wants the approval back at 
once so he can go ahead with the 
deal. So give not only price but a little 
reason why argument along with it, 
and get quick action, he suggested. 


Trumbull Appoints Soper 
Field Representative 


The appointment of Arthur (Art) 
H. Soper as field representative in the 
Philadelphia district, assisting Frank 
M. Oglee, manager, has been an- 
nounced by the Trumbull Electric Mfg. 
Co., of Plainville, Conn. 

Mr. Soper’s early home was in Con- 
necticut where he was employed in the 
service inspection department of the 
Hartford Electric Light Co. and later, 
by one of Trumbull’s large distributors. 
In 1925 he joined the electrical divi- 
sion of the Colt Patent Fire Arms Co. 
as the Connecticut representative and 
i year later was transferred to the 
Philadelphia territory as manager until 
Colt’s electrical division was sold. 


Wiring Handbook 
Is Industry Project 


In the July issue of WHOLESALER’s 
SALESMAN, a news story announcing 
the revision of the Handbook of In- 
terior Wiring Design by the Industry 
Committee, inaccurately described that 
committee as part of the National Elec- 
trical Manufacturers Association. 

The Handbook of Interior Wiring 
Design is an industry production. The 
original idea for the handbook came 
trom the Edison Electric Institute, ac- 
ording to that organization. The In- 
titute handles the entire distribution 
ind the seven reprints. 
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EARNINGS AHEAD! 


A moDeR | Pory 2 Re 4 ? 
a ees a 


HOMER G. SNOOPSHAW says: 


“Bigger earnings with Burgess is no pipe-dream! Many 


new electronic devices and other time-saving products 


for industry and the home will be powered by dry 


batteries—and t 


hat means increased battery sales for 


you when they are again available! 


Just take a look at this campaign of Burgess ads in 


30 important magazines and 1,629 weekly newspapers 


— these ads explain present battery shortages, and at 


the same time lay the foundation for your bigger ard 


better battery business!” 


BURGESS BATTERIES 4% 


SURGESS 
CATTERY 


” 


BURGESS ADS ARE APPEARING IN: 


Modern Industry, Factory Management and Maintenance, Electrical 
Equipment, Electronics, The Instrument Maker, Instruments, Communi- 
cations, Hearing News, Popular Mechanics, Popular Science Monthly, 
American Magazine, Pathfinder, Grit, Air Trails Pictorial, Boys’ Life, 
Country Gentleman, Progressive Farmer, Field and Stream, Sports 
Afield, Outdoor Life, Radio Amateur’s Handbook, Radio Craft, Radio, 
News, QST, Prairie Farmer, Indiana Farmer's Guide, Kansas Farmer, 
Missouri Ruralist, Wallace's Farmer & lowa Homestead, Wisconsin 
Agriculturist & Farmer, and 1,629 weekly newspapers. Burgess Battery 
Company, Freeport, Illinois. 
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WIRE HOMES FOR Si fe 


When the lights go on in postwar 
homes—time-proven PORCELAIN 
will carry the load with greatest 
safety, lowest cost, simplest installa- 
tion and longest life! In all types of 
“Wiring Today for Tomorrow’s 
Loads’ —use Porcelain Protected 
Wiring! This method does the job 


CELAIN 


without “frills’—it’s tops for effi- 
ciency! Meets all requirements of 
directives calling for non-metallic 
wiring materials. Ask your friendly 
Electrical Inspector about Porcelain 
and Safety—he has latest fire- 
prevention facts at his fingertips. 
Write for wiring manual. 
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LOUIS J. CAHILL has teen appoint- 
ed commercial engineer for the Cham- 
pion Lamp Works, Lynn, Mass. He is 
a member of I. E.S. and has 14 years’ 
experience in many types of commer- 
cial and industrial lighting. 





New Synthetic Rubber 
Insulation Announced 


Nubun, a new synthetic rubber 1 
sulation for power, lighting and co 
munication announced t 
the public last month by the Unit 
States Rubber Company through C. \\ 
Higbee, manager of that company: 
wire and cable department 

The result ¢ 
war-time developments in rubber tech 


cables was 


new insulation is a 
nology, Mr. Higbee said, and will pet 
mit the design of new types of wir 
and cable with improved electrical a1 
physical characteristics. 

Made by the latex continuous 
Nubun will have 
vantages over ordinary wire where r: 
placement and space are important, h 


process, great ad 


continued. Fire alarm, wire and cabk 
police communication systems as well 
as other highly essential telephoni 
systems will be replaced and serviced 
more easily and will have greater re 
sistance to destructive whicl 
cause circuit troubles. 

Qualities of Nubun as cited by M: 
include 


forces 


flexibility, imperm 
ability to water, laminated constructiot 
and perfect centering of the condu 
tor to produce an insulated wire 0! 
maximum conductivity and minimu 
diameter. The synthetic insulation 

said to be exceptionally homogeneot 
following vulcanization and has hig 
electrical characteristics 1 


Higbee 


such as di- 








electric strength and insulation re- 
sistance. The special synthetic rubber 
compound is low in specific conductive 
capacity, has good aging qualities be- 
cause of the presence of special anti- 


xxidants, and will resist severe wear 


because of the nature of the latex 
pri cess. 
Nubun insulation is made from a 
special modification of the buna §S ra + ro 


synthetic rubber, it was stated. 


“KLEIN-KORD” TOOL BELT 


“NEWA Newsletter” 
For Appliance Division 


\ new service for members of the 
\ppliance Division of the National 
Electrical Wholesalers Association has 
been instituted with the issuance of a 
“NEWA Newsletter” devoted exclu 

y to trade news and information 

n appliance distribution. 
announcing the new feature, 
larles G. Pyle, managing director, 

Id the appliance members that this 
‘business counselor” will have for its 

rrespondents, each and every one of 
the appliance members of NEWA. 

Whenever any disturbing problems 
rise in sales, warehousing, or other 
lepartments, appliance members are 
urged to write to NEWA and tell them 
bout it. These queries will be referred 


mtply to the Appliance Division FEATURES 


mmittee directly concerned with the 1. Positive Buckling. Because holes can be 
problem and as far as the Associa SRE poeapesties. poate 
tion’s policy permit ;. the Committee’s 2 — 7 is used. | 

solution or recommendation will be / . ad ae ities settee ts 1008 he. to 
published in the “New sletter.” In this assure absolute safety. Galvanized finish 


° + _ “4° Tt oa . prevents rust. 
manner all members will have the ad- ] HE PROVED dependability of “Klein- 3. Ri soli 
. i y on e Rivets. All rivets ore solid copper, hand set 
vantage of national thinking on their Kord Safety Straps has led to the with burrs for added safety and strength. 
local operating problems. development and introduction of the 4. Sewing. All sewing is done with hot waxed 
: ru y ° y ’ : orness thread and lock stitched. 
No. 5204-KK “Klein-Kord” Tool Belt. 


Be Four Tool Loops, conveniently located, ore 


Made from multi-ply, specially woven formed by the body strap. 
long staple cotton, with each ply laid in 6. Gonee Sitka, Sr a oe < 
. eer e 4 oe 8 ivets— insulati 1 os 
rubber and vulcanized, ““Klein-Kord”’ is safety. Lining also absorbs body moisture 
. . . to increase comfort of lineman. 
a strong, yet flexible, fabric that: (1) is ee 
‘“ ° ° Fe Metal Safety Clips, riveted through main 
of uniform quality; (2) resists absorp- belt ot "D” rings, prevent swing of "D” 
. . . i f belt. 
tion of moisture and detrimental effects 8 — weve on ae fect 
. e Bod t p through “D” rings for 
of climate; and (3) does not stretch. It —_—, 8 
has a tensile strength many times that 9. Plier Pocket of "Klein-Kord”. 
demanded in actual service. 10. Tope Thong with fibre cross bor. 
You'll find that comfort, safety and 11. Knife Snop. 
efficient design—important to every line- 12. Hondy Loop for glove pouch. 
man—are built-in features of this new ee ee 
. r ” al ue ” fi ) re ar 
“Klein-Kord” Tool Belt. All workman- . and safe use of tools will 
: . . be sent on St. 
ship and materials are of the highest ee ans ee 
quality—quality that has been typical of 
the name Klein since 1857. 








ASK YOUR SUPPLIER 


FIRST TO BE ANNOUNCED in | Foreign Distributor: International Standard Electric Corp., New York 


oming parade of new electric irons 


\ \ = 
s ' NN FAL UGE 

is this $8.55 model shown by the Gen- Mathias & Sons Sumit ZZ 

eral Electric Company, Bridgeport 2 ‘ 

Conn. This, as well as the company’s | Established 1857 Chicago, Ill, U.S.A. H 


ther model, will be automatic. Deliv- 3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 
ery is announced for late September. 
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NEW TERRITORIAL salesmen for 
the Consumer Products Division of the 
Corning Glass Works are Gerald J. 
Mackey, left, and Eitel E. Shankin. 
Mr. Mackey will cover New England; 
Mr. Shankin will be in Chicago. 





Electronics Exposition 
To Be Sponsored by NEMA 


SS \n International Electronics Exposi 
4 tion, designed to show American 11 
dustry what electronics will do, has 
j been scheduled for the latter part ol 


re of varied | 1945 if general conditions permit, a 


th id ° industries today are mak- cording to an announcement released 
or e mi nig ing good use of Justrite by the electronics section of the Na 
Lanterns for the midnight tional Electrical Manufacturers Ass 


‘iation. This group and all other 
atrol patrol. And, many others | \. re 
h df NEMA sections, having a direct in 
ave need for, of Can use | terest in electronic devices, will spor 
one of the many Justrite | cor the Exposition. 
Lanterns to help make While the time and place for the 
work safer for their em- | show will be announced later, it is 
ployees. pointed ' that exhibitors pees be 
° ° ° restrictet to manutacturers who are 
The Justrite line of lanterns — Twin-Bulb Safety Lantern — In- ge ns Meta 
: ; : . members of NEMA. The Exposition 
spector’s Lantern — Railroad Lantern — Electric Headlight— Pen- | witli be open to all manufacturers of 
light and Service Light— are favorites wherever there is need for | electronic equipment and components. 
brilliant yet utterly safe light. In accordance with the present plans 
And Justrite Safety Lanterns are SAFE — approvals by ol boa gh — — 
; > ‘ : —Exhibits wi ye restricted as 
the Underwriters’ Laboratories, Inc., the U. S. Bureau of sieshscn wendlie-te watien eli 
: 4 i c ( as possibie t OTK gf ex S O1 
Mines and safety departments of industrial companies Aiiieidivatitnes wits, ailllen cleteenis 
throughout the country — attest to this. principles, 
Sell Justrite — and Sell Safe Light. 2—There also will be an exhibit 
sponsored directly by the Electronics 
HERE IS PART OF THE JUSTRITE LINE. 


Section composed of graphs, charts, 


etc. 
3—Provision will be made for tech- 
j nical sessions or clinics under the spon- 
: sorship of technical groups in the 
industry. 
= When the Permanent Exposition Op- 





Headlight* Service Flashlight (3-ceil) Safety Lantern Penlight* erating Committee is appointed it will 


: robably include ; os its me rs 
*At present the Penlight and Headlight are available for Army ee clude among its member 


representatives of other NEMA sec 
tions having a direct interest—such as 
industrial control, panelboard and dis 
tribution board, large generating an 
converting apparatus, switchgea 
photographic studio lighting, domesti 


and Navy contract purposes only. 


JUSTRITE MANUFACTURING CO., 2063 North Southport Ave., Dept. A-4, Chicago 14, Ill, 


automatic control, electric welding, i1 


re , 4 eo Mavtetig kite : ‘ Dichitad wall commusuatel Gabiliet anil 
SAFETY CANS - FILLING CANS - OILY WASTE CANS rae sine ao. ee fade ae 
APPROVED SAFETY ELECTRIC LANTERNS col 


nalling apparatus, etc. 
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Nid Pacific Coast Firm 
Adds Electrical Dept. 


PORTLAND, OREGON — J. E. 
Haseltine & Co., Inc., Portland, Ore- 
gon, distributors of industrial supplies, 
steel and heavy hardware, recently 
established a department known as the 
Electrical Division. It is headed by A. 
Willoughby who was formerly with 
the Arthur S. Detsch Co., factory rep- 
resentatives. Mr. Willoughby has a 
background of specialization in indus- 
trial lighting and maintenance engi- 
neering, coupled with past experience 
in the electrical contracting business. 

The Haseltine Company is not exact- 





ly a newcomer in the business of elec- 
trical wholesaling. For the past two 
years it has handled the Sylvania fluor- 
escent lighting line with marked suc- 
A cess, and for a number of years has 
stocked and sold electrical wiring de- 
Si- vices and supplies to industrial plant 
in customers, shops, saw mills, etc. 
as Under the new set-up, the company 
of will confine its activities at first to the a 
ic industrial field, with the contractors ett n et 
ed and dealers as a prospective outlet * 
la- when conditions change. For the pres- 
ler es : ; “ 
% We aren’t jumping the gun... but we'll be “on our 
yn ' marks” when the signal sounds. 
the i At present, we're turning out war stuff... have been 
= all along, you know. And we'll be giving that job 
€ ‘ - r 
hoe all we’ve got, till it’s finished. 
ion 
of But we’re thinking ahead to V-Day, too. We’ve been 


its. an 2. cultivating your customers,and their customers, build- 
| ing up the postwar demand for Toastmaster products. 


as é . ; - z - . —— . 
pee m8 : Jae Ever since Pearl Harbor we've been advertising in 
nic i Nes 0: Seay the Saturday Evening Post, Life, and Collier’s. Re- 
7 ‘és . cently we added True Story, Parents’, Bride’s Maga- 
rm zine, and Electricity on the Farm... to remind more 
ICS . 
me people that Toastmaster* products are coming back. 
, Al Willoughby 

ch- So don’t you worry about the demand! All you'll 
on- ent, the line will be handled by 12 need is the merchandise. And we've been thinking 
the sales. and service representatives. about that, too. 

William Haseltine is president of the 
Jp- company; Harold H. Cake, vice presi- 
will dent and purchasing agent; and Henry 
ers FErnstrom, sales manager. The com- 
3eC f pany has been in continuous existence 
Las # since 1856, when the grandfather of 
dis- the present chief executive came to 
and Portland, Oregon from _ Portland, 
ear, Maine and started a blacksmiths’ sup- 
st . ?p business—be fore a railroad to Port- 
1 land existed. All commercial traffic at GES. ¥, Dat. 29 
ul} ' that time was via coastwise shipping *TOASTMASTER™ is a registered trademark of ToasTMAsTER Propucts Division, McGraw Electric Company. 
Sig : a long and dangerous overland route Elgin, Ill. Copyright 1944, McGraw Electric Co. 





trom San Francisco. 
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PULLING FROM CONCEALED 
CONDUIT. Where the standard 
clamping device cannot be used, a 
flexible elbow attachment makes 
possible use of the Puller without 
frame, placed at any desired dis- 
tance from end of conduit. One end, 























with master sleeve, attaches to con 
duit, other end to suitable length of 
‘ pipe which serves as an exten- 
sion. Tension drum is assembled at 
end of this extension pipe, sup- 
ported with blocking. Roller guide 
spools direct pulling force . 

clamping sleeve exerts the holding 
force on conduit. No tendency for 
tool to rise upward in operation. 
Operates on vertical conduit also 


OTHER GREENLEE TIME-SAVING 
TOOLS FOR ELECTRICAL WORK: 


PIPE BENDERS 

JOIST BORERS 
KNOCKOUT TOOLS 
RADIO CHASSIS PUNCHES 
PIPE PUSHERS 






Tool Co., Division of Greenlee 







PULL CABLE 7@0Z... WITHOUT. 
LOOSENING HANGERS! 


You've got a wide-open opportunity to make 
sales soar when you sell the GREENLEE 
Cable Puller! Every user of electrical cable is 
a prospect for this tool that clamps directly on 
to conduit ... gives fast, easy pull up to 7500 
lbs. without straining conduit hangers . . 
does away with makeshift equipment... saves 
hours of work! 


More than that—the GREENLEE Cable 
Puller draws cable through any and all con- 
duit, straight or bent, open or covered, on long 
or short runs. It’s sactube, quickly set up and 
easily operated by one man. 


Right now your prospects are ready to buy 
quality .. . are looking for ways to save time, 
cut costs. When you're selling GREENLEE, 
you're backed by years of tool making expe- 
rience, national advertising, sound sales helps. 
So, cash in NOW—build up your sales volume 
by showing your customers how to pull cable 
faster, better with the GREEN- r 
LEE. To get the complete story 
on the GREENLEE Line, write 


for free Catalog 33. Greenlee 


) 





Bros. & Co., 1849 Columbia 
Avenue, Rockford. Illinois. 


Gat Ready wih Cyrcerlee/ 


REGISTERED TOOLS 







FOR THE CRAFTSMAN 





lig Promotes 5 Men 
On Engineering Staff 


Increasing research and product 
velopment personnel both for furtl 
ance of the war effort and engineer 
of new products for post-war sales 
led to the appointment or promot 
of five men at the Ilg Electric Ver 
lating Co., according to an annow 
ment by J. M. Frank, president. 
Frank P. Bleier, Ilg research and 
velopment physicist 1942, 
been named director of the new 
Research Laboratory which is now 
operation, A graduate of the Techni 
University of Vienna, Austria, in “.’ 
plied Mathematics and Physics,” B 
is considered an expert in the fiel 
fan design, based on the theory 
aerodynamics. 
Raymond \V. 


since 


Pfautsch, formerly 


engineer assigned to new product 


sign, has been named assistant chiet 


engineer. He will continue to devote 
his time primarily to product devel 
ment and manufacture. 

Richard Hanford, another membet 
the engineering department has beet 
given the title of electrical enginee: 
With Ig since 1914, he has special 
in electric motor development and n 
has over 3000 active designs to hi 
credit. 

A. J. Lenke, started with the cor 
pany in 1922, Steadily rising in the 
ranks, he has now been appointed pr 
duction manager. 

George Biggott, who came to the 
company in 1942 as a production spx 
cialist, has been placed in charge 
production planning and scheduling. 


All of 
work under the supervision of W. H 


Rietz, who continues as vice president 


in charge of manufacturing. 


Sylvania Sponsors 
Fixture Competition 


To stimulate interest in improv 


post-war lighting a design competition 


open to anyone connected with th 


lighting division of a public utility has 


been announced by Sylvania Electri 
Products, Inc., Salem, Mass. A total 
$1600 in prizes will be awarded for tl 


best designs for a shielded commercial 


fixture for four 40-watt 
lamps, the announced. Aj 


pearance, ease of installation, mainte 


company 


nance, shielding and efficiency will b 


the principal considerations in selecting 


winners. 
Designs submitted will be judg 
by Howard M. Sharp, presid 


of the Illuminating Engineering 
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these new appointees wil! 


fluorescent 





















ety; Allan E. 
essor, Worcester 


Parker, physics pro- 
Polytechnic Insti- 





«te; Lurelle Guild, product design 
nsultant; and C. A. Carpenter, elec- 
trical engineer, Graham, Anderson, 
'robst & White. 

Official entry blanks, rules, and com- 
lete details are available to utility 
ghting people on request to Sylvania. 
ntry blanks should be postmarked not 
ter than Oct. 1, 1944, to cover de- 
jgns submitted before Dec. 1, 1944. 
Results of the competition will be an 
winced on or before Jan. 1, 1945. 











Retailers Ask Support 
In FHA Program 





\ resolution which asks for a “tair 
just participation by retail ap 
sliance dealers in major appliance 
ales brought under FHA financing 
tring the post-war period” has been 
prepared by the Retailers’ Post-War 
lanning Committee of the Wisconsin 
Radio, Refrigeration and Appliance 
ssociation. 











Commenting on the purposes behind 
this resolution, H. L. Ashworth, sec- 
retary-manager of the association, 
said: “The interest of the retail ap 
pliance dealer has been by-passed too 
frequently in with bulk 
business in the past and we believe 
that some intelligent thinking and 

inning at this time by manufacturers 

wholesaler distributors can de 
elop a program whereby the estab 
shed, legitimate retail appliance 
ealers will be given a fair participa- 

n in the major appliance business 
hich will be tied up in the anticipated 
rge home building program of post- 










connection 










r years.” 





lhe resolution is worded to appeal 

manufacturers and wholesalers ask- 

ng them “to immediately set up plans 

r the handling of this possible new 

ness which will give the retailer 
and just participation in it.” 








The fear of being by-passed in FHA 
st-war financing is based, the resolu- 
ays, on the report that the Fed- 
ral Housing Administration has plans 
neluding movable major appli 
in the purchase price of a house 
LO be 









amortized in one general 
ige. The retail appliance dealers, 
igh recognizing the advantage of 






FHA financing plan from the 
point of increasing public ac- 





ce and the use of major appli- 





see no good reason why this 
ss should be transferred to the 
builder, or why another outlet 
| be created to handle it. 





rh] 
u 
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Mr. Tops, the Paragon 
symbol of quality 








800 Series 














700 Series 


2500 Series 





7 








BUILDER 


Paragon time switches and industrial 
timers win friends and satisfy customers. 
They insure top quality installations. Use 
them on your next job. 


Only $13.00 List 


300 Series self-lubricating time switches 
are accurate and durable for controlling 
stokers, oil burners, blowers, pumps, 
valves, air conditioning, etc. America’s 
leading time switch value. 


Cime Delay Relays 


The time cycle of Paragon synchronous 
motor operated, instantaneous reset, type 
relaysis unaffected by vibration or changes 
in ambient temperature. For motor and 
tube protection. 


J- Day Oime Switches 


. . are designed for presetting heating or 
ventilating schedules on a weekly basis 
with independent daily operations. 


Manually Preset Cimers 


The 2500 series is designed to close or 
open a circuit at the end of a preset in- 
terval, such as attic fan control. 


Send for complete bulletin. All these units 
are designed and built by a pioneer in the 
automatic timing field. 


PARAGON ELECTRIC COMPANY 
715 OLD COLONY BUILDING 
CHICAGO 5, ILLINOIS 


Paragon cago 


SINCE 1905 
pers OF ELECTRICAL EQUIPMENT 
Bult 
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ae er ff 
“BULL DOG” 

INSULATOR SUPPORT 
Fastens securely por- 
celain or glass in- 
sulators to exposed 
steel framework. 

No holes neces- 
sary. 


No. 470 “BULL DOG” 
PIPE OR CONDUIT HANGER 
Convenient and sure for hanging 
2", Yq" and i” pipe or conduit to 
steel beams up to %” thick. Or for 
use as ground clamp. 


ry” 
~ 2 On, 
< ~ €> if - 
to) - 


M, 
ae a 





KEYSTONE FISH WIRE 
High quality — Rightly 
tempered—Ten different 
sizes-—Various lengths. 





No. 280 NOZZLE 
Shown here in No. 200 Cover 
Plate. Ten amp. 250 Volt re- 
ceptacle. Brass housing on '> 
in. brass pipe extension. 










> No. 150 BOX 
os BX CABLE STAPLES No. 207 NOZZLE 
2 Supplied in any quantity—ear- For installation in concrete 
tons, kegs and barrels. floors or wood finished concrete 
floors. 
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ING CO. 


oe 
. 
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New Transformer (Co. 













Announcement has been made of th 
formation in Concord, N. H., oi 
corporation known as the Stockw: Geor 
Transformer Corp. S. W. Stockweljf manage 
president of the Davis Transformeg dust’) 
Co., is also president of the Stockweljjpartme 
Transformer Corp. mmpa 

At present the full facilities respon: 
Stockwell Transformer Corp. ar romot 
ing taken up with sub-contract for t! Mr 
Raytheon Manufacturing Co. of \\ ural 
tham, Mass., in the production oj He Ww 
small transformers to be used by theg Dakoti 
Navy and in radar work. In May theguon P 
Stockwell Transformer Corp. of Con {He lat 
cord, N. H., purchased the Electr mpa 
Power Construction Co. of AkronfJ course 
Ohio, which will be operated as theg:ored | 
Stockwell Transformer Corp., Akro: He 
Division. This plant, which producef in 193 
both oil-cooled and dry type transfor ition 
mers, is being renovated and a great Depar 
many changes are being made to ‘mf assista 
prove production and customer service § mer 


The Davis and the Stockwell orga 
izations have together created a scho 
arship for the purpose of promoting 
the study of electrical engineering in 
the state of New Hampshire. Thi 
scholarship will provide four years oi 
training in the University of New 


Hampshire in the school of electrica The 
engineering. esti 
a ( 

t to 

Mr 

a ude 

Heads Advertising we 


At Copperweld Steel 


A. R. Teifeld has been appointe 
advertising manager of the Copperwel | 
Steel Co., Glassport, Pa. 

Mr. Teifeld was formerly connecte: 
with the American Steel and Wire Co. 
Cleveland, for about 21 years. His last 
assignment covered the supervision 0! 
that company’s electrical, wire rope 
and construction materials advertising 


New Sales Managers 
At Aluminum (Co. 


Three assistant general sales man 
agers to handle specific divisions 
sales activities for the Aluminum Cor 
pany of America have been appointe 

They are R. V. Davies, R. B. Mckee 
and Donovan Wilmot. Mr. Davies§ “! 
will have charge of sales engineering r 
and sales development activities. 
McKee will be in charge of district 








sales activities. Mr. Wilmot has bee § as a 
placed in charge of product manager § Vis. 
activities and warehouse distribution. § an 
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hietz to Manage 


Gh Farm Division 


George A. Rietz has been named 
ger of the newly-created farm in 
y division of the Apparatus De 
ent of* the 
pany. This new division will be 
msible for the development and 
] 


General Electric 


otion of business in the farm fiel 
Rietz has been associated with 


electrification 


for 


many 


was a field engineer for 


ta working on 


years. 
South 


rural electrifica 


projects during 1925 and 1926. 
He later joined the General Electric 
pany and conducted the first 
rse in rural electrification spon 


ed by the company. 

He was transferred to Schenectady 

1930 to manage the rural electrifi 
ition section of the Central Station 
Department. Since 1941 he has been 
issistant to the manager of the Con- 
mer Division, Central Station Divi 


1) 
) 


I. (. Monk Promoted 
\t Westinghouse Lamp 


Theodore C. Monk, who joined the 
Vestinghouse Lamp Division in 1920 
i clerk, has been appointed assist 
t to the manager of the division. 
Mr. Monk’s new responsib‘lities in 
lude the analysis of departmental 
peration reports and the performance 
f special assignments, Ralph C. Stu- 





T. C. Monk 


manager of the lamp division, 


said 


| 


nnouncing the appointment. 
r. Monk became office manager of 
equipment and development divi- 





in 1925 and subsequently served 

issistant works accountant, super 
r of work accounting and assist 
division auditor. 


| 











No. 1184-M 
RLM THREADED 


ADJUSTABLE PORCELAIN 
DOME REFLECTOR 


ENAMELED FLOODLIGHT 














% The immensity — not to speak of the 
urgency—of war production, demands light- 
ing installations that have been proved. 
QUAD Units are the selection of Contractors 
to aid in this important work. 


% The QUAD line of Industrial Lighting 
Fixtures—RLM and other porcelain enam- 
eled units—fills all high intensity require- 
ments. The need for so many additional 
installations necessitated by the war pro- 
gram means that QUAD is the line to take 


care of any lighting need. 


QUAD ... for today and for tomorrow. 


QUADRANGLE MFG. COMPANY 


32 $0. PEORIA ST. 


t 
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Paging by~Voice 
More Efficient! 


Employees Respond More 
Quickly 


Broadcasting 
to Employees 
Speeds Output! 


Surprising increases in produc- 
tion as a result of the broadcasting 
atini1o ic programs to 




























any plant. 


“WE INTERRUPT 


THE MUSIC FOR need. Also designed for 
A SPECIAL quick, easy expansion or 
MESSAGE rearrangement. Get de- 

TO ALL tails on this mew BELL 


Industrial Sound Equip- 
ment. 


WRITE TODAY FOR BULLETIN 37 il 
SOUND SYSTEMS, Inc. 


COLUMBUS, OHIO 
5716 Euclid Ave., Ohio 


EMPLOYEES” 











1197 ESSEX AVE., 


Export Office Cleveland, 


QUIPMENT 
UIREMENTs 


IS WANTED You can now provide any plant with the 

IMMEDIATELY double advantage of speedier paging and faster 

IN THE production with the new BELL Voice-Paging 

l ENGINEERING System designed especially for industrial use. 
DEPARTMENT” It broadcasts recorded music, announcements, 


alarms, and paging calls to any or all areas of 
Its widely adjustable, precision- 
built standard units can be grouped to fit any 








> 


New Fluorescent ag.) j 
“ALL-BRITE” Victory Models s : ‘ — 
© CAPTAIN © CHAMPION |= 


® CHANNEL-LITE 


These are exposed lamp units — all 


sizes and designs. = 

All Four-Foot Units available in INSTA- U. R. C. STREAMLINER—BALLAST or INSTA 
Bag START—meets specifications of Utility Research 

START. This latest development elimi- = sion—high intensity illumination with low brightness 
. . glass or louvre bottom for flush, stem, or 

nates starting switches. Lamp lights mounting 

instantly even at low temperatures. 

The INSTA-START is widely recog- 

nized and approved. Stroboscopic ef- 

fect is reduced to a minimum. The fix- 

ture lights at the flick of the wall 

switch. No starters to replace or main- 


tain. COMMANDER —BALLAST or INSTA-START 


Ask for literature on our COMPLETE a “Shee uulens cue is a requisite. 
LINE of Fluorescent Fixtures RIGHT 

NOW! Let us acquaint you with the 
superior points of “ALL-BRITE” FLUO- 
RESCENTS. OUR PRICES and DIS- 
COUNTS ARE AS GOOD OR BETTER 
THAN ALL OTHERS. All Types and 
Sizes Available—immediate delivery 
on all rated orders. 





INDUSTRIAL-LITE —BALLAST or INSTA-START 
metal or non-metallic reflectors 
in snow white double baked wax enamel. 
are of 18 gauge steel or heavier 


° Milwaukee's Fluorescent Manufacturer 


FLUORESCENT FIXTURES, ING. 


629 E. Mason St. 
West Coast Factory & Sales Office: 370 S$. Van Ness Ave. San Francisco, Calif. 





‘“ALL-BRITE’’ FLUORESCENTS 


—your Victory Partners for Good Business 





Commis 


continuous 





new 
for offices, drafting rooms, stores, 


WIDE Reflectors finished 
Metal Reflectors 


Manufacturers of ALL-BRITE Milwaukee, Wis. 
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Adds to Staff 


in 
W. J. Shea, vice-president and di. 9°" 
rector of sales of the Essex Wire §@ 
Corp. and the Paranite Wire and Cable § ~ 
Corp., Fort Wayne, Indiana, has be 
nounced additions to the sales staf — 
the company. lud 
H. E. Eagleston has been appointed a 
vice-president and general sales 1 sf 
ager, directing the sales activitie 44 
the three wire divisions which are f°. 
located at Detroit, Fort Wayne, Ind., — 
and Jonesboro, Ind. P. E. Stout a? 
assistant sales manager, is respon ety 
for the sales of magnet wire in the — 
eastern territory; Jim Patton, Jr., “t 
trail 
role 
part 
few 
mili 


H. E. Eagleston 


sistant sales manager, is responsible 
for magnet wire sales in the central 
and western territories. J. J. Madden, § pil 
assistant sales manager, is responsible | 
for ‘“Paranite” sales in the eastern ter- J ma 
ritory; W. A. Ward, office sales man- § ha 
ager of both the Essex and Paranite ] sp 





divisions, is responsible for the inside ] en 
sales department at the Fort Wayne J d 
office. me 

Vi 


Cutler-Hammer Opens 
Drive-In Warehouse 


In order to provide better service t 
customers in the Cincinnati area, Cut 
ler-Hammer, Inc., Milwaukee, Wisc. 
has opened a new “drive-in” ware- 
house in that city, the company has an- § T, 
nounced. It is located at 1200 Walnut 
Street. 

The new warehouse, as well as tlie 
district office will be under the man 
agement of E. C. Bolton. 


S 








\tudy Rehabilitation | 


| 
7 responsibility of management | ¢ K s Oo N 


rehabilitation of veterans has 


n heer. summed up by the National Asso- | 
\";,. § ciation Of Manufacturers’ Committee be | L ! G 4 T 
:. fon Supervisory Relations. Several men U r ad 


e electrical industry are members 

is important committee. They in 
lude: T. O. Armstrong, manager in 
trial relations, Westinghouse Elec 
















JACKSON 
- | 





ric & Manufacturing Co., Springfield, No. 8972 
Mass.; R. C. Cosgrove, vice-president 
nd general manager, The Crosley QUALITY 


Corp., Cincinnati, Ohio; H. H. Kerr, 
general superintendent, Toledo Edison 
., Toledo, Ohio, and H. J. Robert- 


con, Jr., president, The Fibre Conduit | 





YARDLIGHTS 


No. 8972—12” Porcelain Enameled 














n . - , 
o. Orangeburg, N. Y. No. 2800 No. 2802 Reflector. 
Foremost objective is the special | ‘ 
training of foremen for the important we rly woares ar oe eee eee 
role they must play in rehabilitation, ow made in Aluminum —_— 
J aie. sag : } The 2800 at left has a cast aluminum hood 
particularly during the critical first | tapped for 1” pipe. For 60-100 Watt Lamp * 


few weeks of their change-over from The 2804 for 150-200 Watt Lamp i 

; . Wired complete— 
The 2802 at right is an outlet box type and esis 
can be mounted on either a 314" or 4" box. 
For 60-100 Watt Lamp. 


military ‘ivilian life : > 
jilitary to « 1 For REA installations. 


i . ; ®@ Sold only thru Wholesalers 
Reliance Sets Up @ Ready for immediate shipment 
Promotion Unit ®@ Manufacturers of Industrial Lighting Equipment 


The Reliance Electric & Engineer- JACKSON ELECTRICAL COMPANY 
ing Co., Cleveland, has established a 900 W. VAN BUREN STREET CHICAGO T, ILLINOIS 


promotion department as part of its 
preparations for the post-war period. 
Effective August :. Roscoe H. 
Smith, who has been manager of ap 
plied engineering for the company, 
was made head of the new department, 
assisted by Kenneth F. Ertell, who has | 
een named assistant advertising man 
wer. Under the enlarged set-up, C. V. 
Putnam relinquishes his duties as ad 














ertising manager to Mr. Smith, but 
vill continue his executive respons! 
ilities as secretary of the company. 





Richard A. Geuder, who has been 


1 ter manager of metal industry applications, 
man- § has assumed Mr. Smith’s previous re- 
anite | sponsibilities as manager of applied 
nside ngineering, without, however, aban- | 
ayne § doning altogether his specialization in | 


tor drive problems of the metal in- 
ustry. He will be assisted by John L. 
Van Nort, until recently sales and 





lication engineer for Reliance in | N pe 

eng or Rete aw in da 

Salt Lake City, and William C. Mad v4 
. ac< ~ the c ¢ %e a ’ 
who has been on the company ute wy hfe ro” 


lication engineering staff for the 
t three years. Paul W. Arnold, 
nager of machinery design applica 


e tions, continues in that capacity. 

Cut Ir. Smith joined Reliance in Cleve- 
1s nd in 1923 following graduation 
fare m the Massachusetts Institute of 
nae hnology. Subsequently he was as- 


ied to sales offices in Chicago and 


soston, returning to Cleveland early | WIS iti WIRE COMPANY. we 





P lication engineer ing for the com | 15 D W W { j 
. § | ark Ro Ne Yo 
| rk ity, New York 
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That 
able powder-packed renewal element 
keeps the other fellows out. That is 
why Jobbers who sell TRICO always 
get the repeat business—and that's 
PROFIT. 


custom-built, non-interchange- 


But—that is not all. Careful engi- 
neering and research—with more than 
25 years experience— guarantees your 
customers maximum protection with 


"Three times the service.” 


It's the satisfied users—the non-inter- 
changeable ‘Thru the 
Wholesaler" policy—and constant na- 
tional advertising that makes TRICO 
the most profitable fuse to sell—and 


feature—' 


the line with a future. 


» Get complete details from 
TRICO Representative, or write 


your 


@> TRICO FUSE MFG. CO. SUSIE ys 


Wisconsin 











CABLE and 
CONDUIT 


MINERALLAC 


ELECTRIC COMPANY 
25 N. Peoria St. Chicago (7), Hl. 
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PROVED BY TESTS 


Recent tests 
proved that ILSCWY 225 
NECTORS ran 12% 
another manufacturer whose connectors are twice as 
heavy and cost four times as much. 


made by a leading switch manufacturer 
amp. SOLDERLESS CON 
cooler than a cast connector of 


ILSCO CONNECTORS are lighter, and 
cheaper because they’re built from 100% electrolytic 
pure copper drawn right in our own plant. Cast con 
nectors, are made of alloy copper with poor 
conductivity. Make the tests yourself . . . you'll 


cooler, 


of course 


appreciate ILSCO superiority. 
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COPPER TUBE 
& PRODUCTS, Inc. 


| 








Promotions at 
Penn-Union 


play 
Sev 


Mr. C. L. Stoeltzlen, general 
ager of the Penn-Union Electri: 
poration of Erie, Pa., has ann 
the promotion of Mr. Fred T. ¢ 
from a position on the headqu 
staff to sales manager of the cor 
Mr. Conboy is replacing Mr. ¢ 
Clarke who has moved to San 
cisco where he is now associated 
Penn-Unions’ agency, the 


Nicholas Co. 





sales 


The Man, The Motor 


\ one-quarter-horsepower el 
motor will do the work of one m 


Wiring the Russian Front 


Russia received 260,000 field tele 
phones and 830,000 miles of wire in 
three years through Lend-Lease. 


Year’s Glow for Two Cents 


A fluorescent lamp the size of 
marble requires only two cents wort! 
of current'to keep it aglow a year. 








HOW TO “SPOT” 
an ALERT JOBBER 


The familiar orange-and-blue package and 
the "Allen Spot'' are sure signs of the alert 
joober. 


SPECIAL SOLDERS & FLUXES for all scld- 
ering requirements mean a complete line— 
one for every customer. lc 

f 


w 


“Underwriter's Approved’ fluxes; also 
products meeting army- 


navy, air corps specs. 





oOnaeo my 


L. B. ALLEN Co., Inc. 
6719 Bryn Mawr Ave., 
CHICAGO 











AN ALERT MFR. jt 


—has a copy of the 
Directory of VERIFIED 


Electrical Wholesalers 


AT HIS ELBOW 


—to save sales time 
$25.00 per copy 


Wholesaler’s Salesman 330 W. 42 St., N. Y. 
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First Night Baseball in 1883 


















fhe first night baseball game was 

played at Fort Wayne, Ind., in 1883. 

Seventeen lights of 4,000 candlepow - 
ich flooded the field. 


Wage Scale: Penny an Hour 





Farmers work for a penny an hour 
en they use muscles instead of an 
lectric motor to pedal a grindstone, 
un a corn sheller or pump water. 


Fun for the Astronomers 


Calculating by electronics, astron 
ners can measure iron in the dust 
interstellar space. 





F. P. Auxer 


Fred P. Auxer, founder and president 
the National Telephone Supply Co., 
leveland, died recently. He was 65 
irs ol ° 

Mr. Auxer founded the company 42 
ars ago, and during that perfod had 
en active in the communication and 





MADE WITH 


PYREX 


BRAND GLASS 


At your Jobber’s NOW! 


HILL-SHAW COMPANY 


311 N. DESPLAINES, CHICAGO 6, fLL. 


Liberty American True Love and 
Life Good Housekeeping Romance 
Cosmopolitan American Home Photoplay 


Saturday Evening Post 

Ladies’ Home Journal 

Women's Home 
Companion 


Country Gentleman 
American Weekly 
True Romances 
True Experiences 


BACKED BY THE 


GREATEST 
AD CAMPAIGN 


ever put behind 
any coffee maker! 


ye Yc? Al it tok ii eT melelemelelom le) ba a Meal ial e Vale), | 


Radio Mirror 

True Confessions 

Movie Story 
Magazine 





8 CUP . .$2.95 
4 cup 
(with cover) 









Motion Picture 
Modern Screen 
Screen Romances 
Modern Romances 
Real Story 
Movieland 

Real Romances 





























Go to town with 


BIRDSEYE 
INFRA-RED 


Birdseye offers a fuil line of Infra Red 
lamps with new and exclusive features 
for longer life and increased efficiency. 
The industrial demand for better Infra-Red 
Lamps is tremendous. Cash in with Birds 
eyes. Write today for details, prices, 
discounts. Wabash Appliance Corporation, 
5 Carroll St., Brooklyn 31, N. Y. 








s 
TURN 
- ANYTHING 
ROUTES ELECTRICAL 
ESAS 8 =6ON & OFF 
my WY. REGULARLY 
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TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fittings 
do away with the twisting, turning and 
tightening of nuts and save you valuable 
time and materials. Then too, they are 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cus- 
tomers—more profits from each job! 

(All B-M Fittings carry the Underwriters 

Seal of Approval) 


E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 


r 


Prompt Deliveries on premery Rated Orders 









DISTRIBUTED BY 


The M. B. Austin Co., Chicago, Ll 
Clayton Mark & Co., Evanston, Ill 
Clifton Conduit Co., Jersey Cy., N. J 
Gen. Electric Co., Bridgeport, Conn. | 
The Steelduct Co., Youngstown, Ohio | 
Enameled Metals, Pittsburgh, Penn 
National Enameling & Mfg. Co., 
Pittsburgh, Pa 
Triangle Conduit & Cable Co., | 
New Brunswick, N. J. | 




















Midget Triploc 
cord connector 






Interchangeable contact units— 
male and female types available. 


ove 


2 pole 3 pole 4 pole 


compact, heavy duty 
plugs and receptacles 


@ Midget Triploc plugs and 
receptacles are ideal for use with 
a great variety of portable elec- 
trical equipment where oper- 
ating conditions are severe. In- | 
terchangeable 2, 3, or 4 pole con- 
tact units permit many different 
types of assembled combina- 
tions. The protected female 
contacts may be assembled in 
either plug shell or receptacle 
housing for protection in line 
side of circuit. Automatic bay- 
onet lock is simple and effective; 
polarity is maintained and cor- 
rect insertion of plug assured by | 
unequal spacing of contacts. 
Ground protection is provided. 
Write for General Catalog with 
complete listings of all types. 


Rating 10A, 250V., 15A, '125V. | 





THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, IMlinois 





electric light and power fields. 





He was 
born in Cleveland and received his edu- 
cation and early business experience in 
that city. 

Before organizing the National Tele- 
phone Supply Co., Mr. Auxer was em- 
ployed by MclIntosh-Hunting Co. He 
was a member of the National Associa- 
tion of Manufacturers. 


L. A. Bodkin 


Larry A. Bodkin, president of the Elec 
tric Supply Company, Des Moines, Iowa, 
died on June 28 following a short illness 
He was 54 years old. 

Mr. Bodkin was born in Philadelphia 
and came to Des Moines in 1915. He had 
been engaged in the 
throughout his entire career, except for 
the period when he served in the first 
World War. 

Mr. Bodkin was active in the National 
Electrical Wholesalers Association and 
had served on many of its committees. 


R. C. Mons 


Raymond Charles Mons, a district rep 
resentative and field engineer in the Chi 
cago area for the Benjamin Electric Man- 
ufacturing Company, Des Plaines, IIl., 
died in his sleep on August 19 at the age 
of 59 years. 

Mr. Mons had been with the company 
for 32 years. Since he started with Ben 
jamin Electric in 1912 he had become 





electrical business | 


widely known among electrical and main- | 


tenance men of the Chicago industries. 
He participated in activities of the Chi 
cago Lighting Institute and the [lluminat 
ing Engineering Society. 

He is survived by his widow and a 
son Raymond, who is with the Army Air 
Forces. 


ASSOCIATION NEWS 





NEW ORLEANS — The Execut've 
Committee Luncheon Meeting of the 
Electrical Association of New Orleans 
was held recently at the St. Charles 
Hotel. W. B. (Bill) Meek brought 
up the matter of a talk by Wm. Creech 
in regard to “Home Modernization” 
now being pushed by electrical associa- 
tions throughout the country, and it 
was suggested that it might be possible 
for Mr. Creech to appear as guest 
speaker at the October meeting. 

The association held its annual golf 
tournament, “outing” and barbecue 
chicken dinner affair at the Colonial 
Country Club. Al Lindauer and Shaw 
Green were in charge of rules and 
handicaps. Joseph Dupree was chair- 
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NON-HEATING 
CONTACTS 


Keep Motors Humming 





100% Quality 


APPROVED BY UNDERWRITERS 
Mfr’s. Agents Territory Open 





WARE BROTHERS 


4420 W. Lake St. Chicago 24, |! 
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HEXACON ELECTRIC 
SOLDERING IRONS 


TYPE 500 

Tip Dia. 1%” . 

Ship. Wt. 4 ibs. 
Equal to 5 tb.. 

Old Style Copper, 
500 watts, 


There’s a HEXACON unit to meet 

all requirements—heavy duty types 
for broader coverage, lighter precision 
types for small detail, hatchet types for 
hard-to-get-at locations. All embody the 
same high quality of workmanship and 
materials, and the extra advantage- 
features of construction and design. 
Hexagon-shaped barrels prevent rolling, 
and protect against mechanical damage. 
Can be held in vice for tip replacement 
without denting or injuring element. 
High heat alloy core resists scale and 
prolongs life of the element. 


WRITE FOR LITERATURE 


Descriptive bulletins, describing 
the complete line of HEXACON 
electric soldering irons, will be 
sent on request. 


HEXACON ELECTRIC COMPANY 


146 W. CLAY AVE., ROSELLE PARK, N. J. 
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man of the prize committee, ably 
sisted by Gene Mowen. 


inspection tour last year led to arrang- 
ing a similar trip this year. Members of 
the association recently boarded the 
S. S. Hugh McCloskey and cruised 
along the Main Harbor of the Missis- 
sippi River front, viewing the new 
war-time developments. 





DETROIT—The Electrical Associa- 
tion of Detroit recently held its last 
“furlough” for the year at the Western 
Country Club where the members en 
joyed golf in the afternoon, dinner at 
7:30, and an evening of absolutely “no 
business.” 


The ‘“Electrogram” informs us that 
the Civilian Requirements Committee 
in cooperation with the War Produc 
tion Board, The Detroit Victory Coun 
cil and the Board of Education, re 
cently conducted a survey of civilian 
goods and services. This survey has 
now been concluded, tabulated and as- 
sembled and the final report will be 


interpretations have been written by 
Dr. Spencer A. Larsen, research con- 
sultant to the OCR which is under the 
direction of Carleton Havens. 





THE FUSE CLIP Is A VITAL 


|| PART OF COMPLETE CIRCUIT 


| PROTECTION 


| Lebyese FUSE CLIPS 


Send for NEW Littelfuse Fuse Clip Bulletin 


New Bulletin shows ex- 
clusive Littelfuse im- 
provements for greater 
contact and firmer grip 
for maximum electrical 
| conduction, lower co- 
| efficient of temperatures, 
protection of panel 
boards and switches— 
with new efficiency fac- 
tors for complete circuit 
protection today. 


IF LITTELFUSE INCORPORATED 


200 Ong Street, El Monte, California 
4757 Ravenswood Ave., Chicago 40, Iilinois 





The success of the Industrial Canal 


ready for distribution as soon as the | 








PORCELAIN 





Use Porcelain Sockets — Be as- 
sured of dependable service 
and at the same time conserve 


critical materials. 


P&S Porcelain Sockets do not 
come under the head of “substi- 
tutes” — but are QUALITY sockets 
in their own right. Backed by 
over 50 years’ manufacturing ex- 
perience. Available in both One 


and Two-Screw types. 


Send for 


Complete Catalog. 


Sold Thru 


Electrical Wholesalers 





PASS & SEYMOUR, INC. 


SYRACUSE 9, N.Y. 











The STAR *& 
FUSE PULLER 


and 


CIRCUIT TESTER 


BIG 
JOBS: 


1 Safely removes blown fuses 
2 Quickly locates dead circuits 


DOES 





Indispensable in Homes, 
Factories, Hotels, War Plants 











Saves Time, Prevents Shock or 
Injury, Eliminates Guesswork 


Made of a Transparent Plastic having in one 
of the legs a small lamp in series with a 
resistance and can be used to test 110 to 250 
volts circuit. It will pull fuses from 10 to 100 
Amperes. Thousands of electricians find this 
tool handier than Test Lamps. Requires the 
use of only ONE hand to quickly and accu- 
rately test circuits. 





Retails at $2.75 each, 
$1.50 additional for Leads 





For the past six months, the Star Fuse Puller 
and Circuit Tester has been advertised in 
more than 70 leading publications throughou’ 
the United States. 


WRITE TODAY 
for Quantity Prices 


STAR FUSE CO. 


168 Centre St., New York 13, N. Y. 





130 














MORE FACTS 


ON PRODUCTS| 





Appliances—Twenty-eight page bulletin 
on major and small appliances has been 
published by Landers, Frary & Clark of 
New Britain, Conn., to present distribu- 
tors and dealers with a brief description 
of the features of models in the various 
appliance lines produced prior to war-time 
termination of manufacturing. 


When writing 
menticn 


WHOLESALER’S SALESMAN 


Communication Systems Bulletin 
1045 published by the Stanley and Pat- 
terson Division of Faraday Electric 
Corp., Adrian, Mich. illustrates and de- 
scribes different types of hospital sig- 
nal and communication systems such 
as nurses’ call systems, hospital alarm 
systems, entrance door signals, night 
lights, voice type doctors’ paging sys 
tems, hospital fire alarm systems, etc. 


WHOLESALER’S SALESMAN 


When writing 
mention 


Electric Fencing—A booklet entitled 
“Electric Fencing’ has been published by 
the Prime Mfg. Co., of Milwaukee, Wis- 
consin. The booklet contains illustrations 
and complete data on applications of the 
electric fence, planning the electric fence 
system, materials required, maintenance of 
electric fence systems, etc. 


WHOLESALER’S SALESMAN 


When writing 
mention 


Electric Unit Heaters—Bulletin 44-U, 
recently published by the Electric Air 
Heater Co., Mishawaka,. Indiana, illus- 
trates and describes electric unit heaters. 
The bulletin includes tables giving di 
mensions, B.T.U.’s and weights. One sec 
tion of the book is devoted to the details 
of the finned aluminum heating elements, 
and another section to various automatic 
thermostatic controls, switches, etc. 


ieee * WHOLESALER’S SALESMAN 


Fixtures—Balletin F-76 
the DayBrite Lighting, 
Inc., St. Louis, Mo., describes and lists 
their “W” and “WS” series units in- 
corporating a substantial chassis of die- 
formed and welded construction avail- 
able with either non-metallic reflectors 
or steel reflectors. This line carries 
the RLM label and Underwriter’s ap- 
proval. 


Fluorescent 
published by 







When writ 
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NALCO ~:~ LAMPS 


For Radiant Energy 
Baking and Drying 





You can sell Nalco Dritherm 
lamps for efficient results . 
available in Inside-Silvered (Self- 
reflecting) or clear glass types. 


Learn all of the sales advantages 
in featuring the Nalco 
Carbon Filament Lamps 
for the Infra-Red process 

-Write for a free copy 
of ‘‘Drying Problems 
Made Easy”’ today. 









L 
en So 


INFRA-RED 
DRITHERM 


NORTH AMERICAN 
Electric Lamp Co. 


1034 Tyler Street St. Louis 6, Mo 


PAINE 


CONDUIT CLAMP 


All clamps are rust resistant. Furnished with 
correct size stove bolt and nut in each clamp 
to save time counting bolts and nuts for each 
clamp when purchasing, and to reduce instal- 
lation time. Manufactured in rigid and thin 
wall sizes. . 











illustration showin 4 
clamp anchored with ¢ 
PAINE Woodscrew Lead 
Anchor,950,in concrete. 


Complete Catalog Mailed upon Request 


THE PAINE CO. 
2952 Carroll Ave. Chicago 12, Ill. 


Offices in Principal Cities 


PAINE 
DEVICES 





FASTENING 
and HANGING 
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“You select 


EXACTLY 


what you need— 


ee 


al 


ying 





» 
oe 


— from the COMPLETE line’ 
Stud Connectors and Solderless 
Terminal Adapters for distribution 
If and power transformers . . . for 
connecting to cable, pipe or bus 





bar... in line or at any angle. 
res Connectors with reversible clamp- § 
; ing caps take two different ranges 
of cable sizes. Furnished for any 
number of conductors. A few of 
Penn-Union’s many types: 








MP 








id with 

clamp 

‘ — Also . . . the most complete line of 

d thin Service Connectors, Cable Taps, 
Tees . Straight and Parallel 
Connectors Bus Supports, 
Spacers . . . Grounding Clamps, bas 


Terminal Lugs, etc. etc. 

Penn-Union conductor fittings are 2&4 
the first choice of leading utilities, 
industrials, electrical manufacturers Re 
and contractors—because they have Y 
found that “Penn-Union” on a 
> fitting is their best guarantee of 
Dependability. Write for Catalog. 


PENN-UNION 


ELECTRIC CORPORATION 
ERIE, PA. Sold by Leading Jobbers 











juest 


12, tt. 


Conductor Fittings 
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Appliances—The Edison General Electric 
Appliance Company of Chicago, Illinois, 
has announced publication of the booklet 
“Your Next Kitchen.” It is intended as a 
guide to planning the complete kitchen, 
the home laundry and other innovations 
for electrical living. 


when writing WHOLESALER’S SALESMAN 


Transformers “Standard Transformers 
for Every Need,” a bulletin published by 
the Standard Transformer Co., Warren, 
Ohio, illustrates and describes the com 
pany’s line of transformers, including the 
following types: power, distribution, rural, 
street lighting, instrument and air cooled. 


When writino WHOLESALER’S SALESMAN 





Wick Feed Oilers—Bulletin No. 27-A 
illustrates and describes a modernized line 

ot wick feed oilers supplying visible, auto 
matic lubrication to solid, wick and waste- 
packed bearings. Helpful hints on how to | 
eliminate needless shut-downs for hand 
oiling, end bearing failures, splattering of 
oil, etc., are given. The bulletin is pub- 
lished by the Trico Fuse Mfg. Co., Mil- | 
waukee, Wis. 
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They HOLD | 
Dependably! 


| € 
CHICAGO Spring- wing, 
TOGGLE BOLTS 


| Here's the ideal anchor for fastening 
to lath, plaster, hollow tile or any type 
of hollow wall. Furnished in sizes from 
Vg" x 2" to Wo" x 6". All types of 
screw heads. Write for complete, illus- 
trated catalog covering these and 
other dependable Chicago Anchoring 
Devices. 


IMMEDIATE 
DELIVERIES 


CHICAGO EXPANSION 
BOLT COMPANY 


2229 W Ogden Ave @ Chicago 172, Ill 





CloFan 


VENTILATORS 





dealer, who plans to sell “spot” 





EloFan 






PLAN ON 


‘SPOT’ 











WISE is the wholesaler, or 


ventilation after the war. For 
practically every postwar home 
builder of any consequence 
will want the advantages of 
removing smoke and grease 
laden vapors at their source— 
instantly—before they can soil 
walls and furnishings. In 
kitchens, baths, gamerooms, 
laundries of better type homes 
—there you'll find mighty 
profitable markets for the 
“spot” ventilation of Blo-Fan. 

The Blo-Fan alone combines 
the advantages of both breeze 
fan and blower. Its breeze fan 
volume, plus blower power, 
captures and whisks unwanted 
odors out of the house the in- 
stant they rise to the ceiling. 

Plan now on Blo-Fan sales 
for the new postwar houses in 
your territory. 


WRITE FOR DETAILS 








“SP@T VENTILATION” 








BUY U.S. WAR BONDS 


Vou! 
PRYNE & CO., inc. 


1245 E. 33rd ST. LOS ANGELES 


Branches (te be reestablished efter wer) 


SAN FRANCISCO - SEATTLE CHICAGO - NEW YORK 



























































And They'll Want 
One At Home, Too 


Now, Double-purpose Thermador 
Fan-Type Portable Electric Heaters 
are providing comfort and conven- 
ience in the Army, the Navy and 
war plants throughout the country. 

When Victory is Won, Thermador 
Heaters will heat cool corners, cool 
warm areas, dry clothes and hair 
in the homes of America. 

Aggressive dealers are featuring 
flameless, fumeless Thermador 
Heaters now to improve working 
conditions in war plants. Available 
on priority orders in portable or 
built-in types for use on 115-volt 
A. C. service, 1650 watts capacity 
—or 230-volt A. C. in capacities 
up to 5000 watts. 







Thermador also manufactures built-in Electric 
Heaters, Electric Ranges, 
Electric Water Heaters, 

and Radio Transformers. 


Write today for 
Catalog WS-9 

























THERMADOR 
ELECTRICAL MFG. COMPANY 


StIY South Riverside Drive 
s A eles 4 


Seven leagues Ahead 


132 
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YOU CAN Always Rely on RACO 


RACO RACO 
ALLSTEEL PRODUC 


DIVISION OF 


ALL STEEL A EQUIP COMPANY 


, first interests are: sales, profits!) And that’s why the 
Raco-All-Steel-Line is featured by so many successful whole- 
salers and salesmen. There are many other good reasons, too: 
the Raco- All-Steel-Line is specified by architects and builders 
—preferred by contractors. Actually, more than 27 years of 
engineering experience has kept Raco in step with the latest 
developments in the electrical wiring field! 

There is a RacoeAll-Steele Product designed for every elec- 
trical wiring need: for new construction, for repair and main- 
tenance jobs. The RacoeAll-Steel-Line is clean; it’s trade- 
marked; the high-quality standards are uniformly main- 
tained and it’s sold nationally through wholesalers only. The 
Raco-All-Steel-Line is favored by many salesmen because 
it’s also attractively packaged! 

Remember... you, your salesmen, and your contractors 


can always RELY on RACO— it’s the “Quality Line.” 


<= BLNO—The BLNO is now equipped with a 
““stdemount” Bracket. An essential stock item. 


BLN—The old favorite—but greatly improved. The 
new “BN” clamps plus embosses in box give full pro- 
tection to Loom or Non-metallic Cables. > 


ALL-STEEL-EQUIP COMPANY, INC. 
300 Kensington Avenue, Aurora, Illinois 
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INSPECTION 


Inspector sees inside of shell 
G-E Reflector Lamp in this reflecting mirror 
throws beam into shell interior 


f } Nt 


DRYING. Infra-red heat from 
tional results in reduced drying time for many industrial 
finishing applications. 


‘i 


» es : 
G-E Drying Lamps offers excep- 


WITH G-E LAMPS FOR SPECIAL 
INDUSTRIAL APPLICATIONS 


Are you taking advantage of the many profit- 
able sales opportunities in G-E lamps for 
special industrial applications? For example: 


1. INSPECTION. When G-E featured the in- 
spection device at left in a recent ad, hun- 
dreds of production men wrote or tele- 
phoned for more information. 


. DRYING. Versatile drying tunnels with 
G-E infra-red heat lamps have solved many 
a factory’s drying problems. 


. VIBRATION. Almost every plant that uses 
high-speed machinery is a market for 
G-E Mazda Vibration Service Lamps. 


These are just three of the many business 
opportunities in G-E’s full 
lamp line. It pays to know 
and sell the complete line! 








ITD, LEE LAE IIR | om 
ORION a RG MIE a 
OP AS 


VIBRATION. pamp failures in supplementary lighting 
units on high-speed machinery can often be reduced by 
using the G-E Mazda 50-watt Vibration Service Lamp. 


Hear the General Electric radio programs: The G-E All-Girl Orchestra’, Sunday 10 p. m. EWT, NBC;“The World Today” news, every weekday 6:45 p. m, EWT, CB 
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WITH G-E MAZDA F LAMPS FOR 
FACTORIES e STORES e OFFICES 


1. Full quantities of G-E Mazda Fluorescent 
Lamps are now available! Store and office 
users of fluorescent lamps who have been 
unable to secure preferred rating now can get 
all the G-E Mazda F lamps they need! Here’s 
a big lamp renewal business that pays divi- 
dends now—don’t delay! 


2. The market for new fluorescent installa- 
tions is developing fast! About 1,500,000 
commercial establishments need relighting. 
Most of them will want fluorescent. Start 
lining them up now for immediate sales when 
fixture restrictions are lifted. 


3. Fluorescent lighting installed in industrial 
plants in the past year or two now represents 
an increasing opportunity for steady lamp- 
renewal profits. 


Remember—now you can get quick delivery 
on both rated and unrated orders for G-E 
Mazda Fluorescent Lamps. Don’t delay! 


FLUORESCENT lamp renewals in industrial plants 
are a big market. 


ABOUT 600,000,000 square feet of office and 
warehouse space need relighting. 
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WHICH WOULD YOU WANT IN /f//V HOME? 
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Of course you would—and so would the 
people for whom your contractors are 
wiring new homes. For the fuss and bother 
of changing fuses simply doesn’t fit into 
the modern way of doing things—not 
when Multi-breakey convenience and pro- 
tection costs so little more than the fusible 
equipment it replaces. 

The Multi-breaker eliminates fuses com- 
pletely. When a short circuit or dangerous 
overload gccurs, the circuit is cut off auto- 
matically. A simple movement of the lever 
restores current after the cause of the 
overload has been removed. There are 
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no delays—nothing to replace—nothing to 
buy or store. 

If your contractors want to see just how 
much the Multi-breaker idea appeals to 
new home builders, have them do this — 
quote both ways. They'll see how fast 
people choose Multi-breakers instead of fu- 
sible equipment. They’ll see, too, how often 
this procedure of quoting both ways paves 
the way to more and better wiring jobs. 

If you don’t have the complete Multi- 
breaker story, write for Bulletin 4000. 
Address Square D Company, 6060 Rivard 
Street, Detroit 11, Michigan. 
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